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Another Name for 
December 


OR many years December 

has meant “Policyhold- 
ers’ Month” to agents of the 
Peoria Life Insurance Com- 
pany. Throughout this month 
each one is going about among 
his policyholders with a 
friendly greeting and the as- 
surance that his personal serv- 
ices and the ample facilities of 
his company are freely at their 
disposal, to give their protec- 
tion its greatest possible use- 
fulness. 


This traditional observance 
in December emphasizes the 

















Company’s year-round policy 
of service. It comes natural 
to Peoria Life agents to ren- 
der such service to their pol- 
icyholders, because they are 
themselves accustomed to the 
most thorough-going service 
from their company. Their 
continuous experience is that 
their own best interests are 
considered and promoted so 
persistently that “Service to 
Agents” takes its place beside 
“Service to Policyholders” as 
a distinctive policy of the 
Peoria Life. 
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A NEW DECADE 
OF SERVICE AHEAD 


The Missouri State Life has just en- 
tered upon a fifth decade of service 
to its policyholders and field repre- 


sentatives. 


The four decades that have passed 
have been marked with many pioneer- 
ing achievements and sound, construc- 
tive growth so that today the Com- 
pany ranks as one of the outstanding 
leaders in the great institution of Life 


Insurance. 


The Company offers liberal agency 
contracts, prompt underwriting serv- 
ice, helpful field cooperation with poli- 
cies to meet every need—Life, Acci- 
dent & Health, Group and Salary 


Savings. 








A Good Company to Represent. 





MISSOURI STATE LIFE 
INSURANCE KOMPANY 


St. Louis, Missouri 




















As THE GENIAL HOST, you're a winner. I expected a nice 
welcome when I came to Dayton, of course, but you and 
Mary made me so happy and contented that I feel like 
a homeless waif back here in my humble “efficiency”. 
The whole thing smacks of a conspiracy to get me in 
the “Ball and Chain” Club, but you might as well give 
up. Bachelorhood is still good enough for me. 


I suppose you think we’re even, though, because I 
wrote you that Education Policy for little Fred. What 
do you think of U. C. L.’s new selling method now? 
Didn’t I tell you it was good? I could hardly keep from 
laughing at you Sunday; you may not know it, but 
before I got a chance to open fire with my stupendous 
personality and wit, you were selling the policy to your- 
self and giving me some swell pointers to use on other 
people. Thanks, old man. 


You wanted me to get the dope on how this new plan 
started. I asked about it when I got back, and found 
out a lot more interesting stuff besides. 


It seems the whole thing—advertising, radio, new 
selling plan, and all—was conceived about a year ago. 
Instead of stuffing the old teapot and digging in for a 
long, hard winter, the Union Central crowd kept its 
head up and looked things right in the eye. 


Although it’s one of the oldest and most conservative 
in the game, U. C. L. has a progressive management 
that can pick its hole and plunge right through like 
Jim used to do after you smeared the defense. When 
this bunch saw there was a chance to bust through, it 
did, and there’s a clear field in front with the goal posts 
at the end. And, to complete the simile, the agents in 
the cheering section are yelling like mad. 


Whew! That’s quite a literary outburst for a man 
who hated English like I did. Pardon me while I take 


a rest. 


Your EXHAUSTED EX-ROOMMATE, 


THE UNION CENTRAL 


LIFE INSURANCE COMPANY 


>> CINCINNATI << 
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* ° * “THE FULL meaning of security is forcefully brought home 


when we consider the vast sums annually pouring out of life insur- 


ance treasuries to holders of policies and their beneficiaries 
$925,000,000 goes to widows, orphans $2,175,000,000 to living 
policyholders These disbursements are the harvests from 


seeds sown in previous years in form of premiums shared by 


hundreds of thousands in all walks of life in every section 


convincing demonstration of the benefits and security created through 


life insurance.” 


PRESIDENT THOMAS A. BUCKNER 


of the New York Life thus characterized 
the announcement that life insurance 
payments increased in 1932 over 


ONE HALF BILLION DOLLARS 


in his address to the Life Presidents 
Association in New York last week. 


© To get people to sow the seeds in form of pre- 
miums you must show them the harvest reaped by 
widows, orphans and policyholders in life insurance 
payments. 


The National Underwriter’s 1933 Life Pay- 
ments Localized Number will give the details of the 
distribution of nearly FOUR BILLION DOL- 
LARS in 1932 by life insurance companies. And 
as President Buckner says, this huge sum paid to 
policyholders and beneficiaries will be “a convinc- 
ing demonstration of the benefits of security created 
through life insurance.” 


Not only does THE LIFE PAYMENTS 
NUMBER give details of the grand total, but it 
shows the actual payments by individuals, cities and 
states. It graphically points out the widespread ben- 
efits of owning life insurance by stories from bene- 
ficiaries themselves. 


Attractively illustrated, THE LIFE PAY- 
MENTS NUMBER is the outstanding life insur- 


ance sales aid of the year. OVER 20,000 life insur- 


ance men used THE LIFE PAYMENTS NUM. 
BER to show their clients Life Insurance in Action 
this year. OVER 1200 newspapers published news 
articles about THE LIFE PAYMENTS NUM. 
BER which were read by 27 MILLION prospective 
buyers of life insurance. With the huge increase in 
payments this year, the 1933 number, which will be 


published next July, will be given an even greater 
reception. , 


In its 1933 budget every company should pro- 
vide funds for advertising in THE LIFE PAY- 
MENTS NUMBER. Not only is your advertise- 
ment read by 20,000 life insurance agents, but it 
reaches the thousands of buyers of life insurance to 
which these agents show THE LIFE PAYMENTS 
NUMBER to picture Life Insurance in Action. 
Every one of your agents should be provided with a 
copy of this valuable number. The cost will be 
many times repaid you by the resulting increased 
sales. Write today for details regarding this best 
sales promotion buy of 1933. 


THE NationaL UNDERWRITER 
175 West Jackson Boulevard, Chicago 
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Depression Brings 
Another Problem 


Companies Have to Watch Step in 
Taking Property as Mortgagee 
in Possession 








MANY TRICKY QUESTIONS 


Effort Being Made to Standardize Prac- 
tices in Managing Real Estate 
Under Loans 





NEW YORK, Dec. 14.—The prob- 
lem of taking over and managing prop- 
erties as “mortgagee in possession” is 
one of the results of the depression that 
is getting a large and increasing amount 
of study from mortgage loan depart- 
ments of life companies. 

In many cases this procedure can be 
used advantageously to avert a foreclo- 
sure and put the property back on its 
feet after a default under the mortgage. 
The life company, either through exer- 
cising a right specified in the contract 
or by obtaining the owner’s consent, 
takes over the property and operates it 
just as if it were the owner. After pay- 
ing for running expenses, necessary re- 
pairs and the like, the company applies 
the difference toward defaulted interest, 
taxes or principal. Any remainder may 
go to the owner or to the junior mort- 
gagee, if there is one. 

To Standardize Practices 


The handling of such cases is still 
in a state of flux, as the problem is a 
comparatively new one. Companies con- 
fronted with the necessity of stepping in 
and taking possession rather than to 
foreclose are conferring with each other 
as to methods, and the next few months 
undoubtedly will see the establishment 
of definite practices and policies in 
these cases. A prominent New England 
company is reputed to have worked out 
one of the best systems for handling 
mortgagee-in-possession cases. 

Companies find they must proceed 
carefully, both as regards their rela- 
tions with the owner and with the pub- 
lic. Unless the agreement by which the 
company takes over the property is cor- 
rectly drawn, the company may find it- 
self obliged to stand aside while a junior 
mortgagee goes ahead and forecloses. 


Contingencies to Watch 


To avert such a contingency it is 
necessary to get the consent of the 
jumior mortgagee, or if this cannot be 
obtained, to put in the agreement a pro- 
vision that if a junior mortgagee should 
elect to foreclose, the company may go 
ahead with its own foreclosure. It is 
to the interest of the second mortgagee 
to give his consent, but sometimes one 
of this class will try to run a bluff. It 
'S not, however, at all necessary to make 
any concessions to second mortgagees. 

‘he company must also protect itself 
against agreeing to hold off foreclosure 
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Wisconsin Department’s 
Position as to Valuations 





MADISON, Dec, 15.—Announcement 
has been made by Commissioner Mor- 
tensen, of Wisconsin, returning from 
the convention of insurance commis- 
sioners in New York, that his depart- 
ment will not abide by the resolution 
adopted recommending that all valua- 
tions be based on June 31, 1931, figures. 

Companies will receive a letter to be 
sent out this week conveying his views 
with the blanks for the annual state- 
ment. In an interview Mr. Mortensen 
said he felt it would be “injudicious” to 
follow this plan. He believes that waiv- 
ing of the requirement for statements 
would be preferable to accepting state- 
ments 18 months old. He declares Wis- 
consin statutes demand that the valua- 
tions be upon the real value of securi- 
ties at the present time. 


Says Figures Are Too Old 


“Many inquiries come in daily from 
people through the state who wish in- 
formation as to the financial condition 
of companies, before buying insurance, 
and we merely send them a copy of the 
company’s latest statement,” said Mr. 
Mortensen. “How can we justify giving 
prospective policyholders or assureds a 
picture which is 18 months old, at least? 
When the assured asks for this infor- 
mation he believes he is getting a state- 
ment of the company’s condition at the 
present time. I believe we would be 
liable, if not to court action, at least to 
severe criticism or condemnation, were 
we to accept statements of June 31, 1931, 
as a picture of security valuations now.” 

The dangers involved in the situation 
would be comparable to that of the 





banking commissioner failing to take 
action where a bank is in bad condition, 
says Mr. Mortensen. Depositors in such 
cases are justified in condemning the 
neglect, he pointed out. 

Although he expressed his under- 
standing of the viewpoint of the com- 
missioners’ body in their motive of wish- 
ing to give assistance to companies, and 
relieve them from putting more capital 
into the business, Mr. Mortensen does 
not “see the logic” in this course of 
action. He pointed out, however, that 
he took the stand against this proposal 
last year, suggesting that it would be 
difficult if the picture on securities had 
become worse at the end of 1932, to 
handle the situation. He believes that 
this is another reason for upholding the 
demand for statements, in affirming his 
belief that no statement would be more 
satisfactory than one which does not 
represent the picture. 


Will Use Discretion 


Mr. Mortensen said that his depart- 
ment will use discretion, in regard to 
statements, declaring “if a company is 
close to the mark we are not going to 
compel it to liquidate or go out and put 
more money into it, unless it is neces- 
sary for it, but that does not excuse 
companies from giving us a true picture 
in their statements.” 

Last year Commissioner Mortensen 
accepted the statements based on con- 
vention values but also demanded that 
statements be filed as of Dec. 31 figures. 
He compared the two and this gave him 
what he declared to be a true picture of 
a company’s financial situation. 





discovering that the property cannot be 
made to pay off the default and it would 
be more advantageous to foreclose at 
once. To guard against such a situation 
the agreement usually specifies that if 
satisfied that he cannot fulfill certain 
objectives, the mortgagee may at his 
option proceed with foreclosure pro- 
ceedings. 


Another Danger Is Noted 


The other danger to which the com- 
pany is exposed is from the ‘virtual 
change in its status from mortgagee to 
owner. It must be sure that it is prop- 
erly protected against damage claims by 
the public or by workmen under com- 
pensation laws, for it will do little 
good to take the position that the orig- 
inal owners are responsible. 

During the past five years it has been 
much more common for mortgages to 
have a clause to the effect that the 
mortgagee may step in and take over 
the management. Where there is no 
such clause in the mortgage it is usu- 
ally not difficult to obtain an agreement 
from the owner, provided he is genu- 
inely interested in trying to save his 
property. 

Disinclined to Foreclose 
Life companies are averse to fore- 


closing properties if there is a chance 
of saving them any other way. Knowl- 


Proceedings for a definite time and later | edge of this leniency on the part of not- 





too-scrupulous borrowers, however, 
makes it necessary for companies to be 
on the alert to see that they are not 
imposed upon. 

Padded statements of properties, 
brought forward to support statements 
that obligations cannot be met are scru- 
tinized closely by mortgage depart- 
ments. Stepping in as mortgagee in 
possession often serves to straighten out 
such cases and also others in which the 
owner is honest but merely inefficient. 





Dunham Says He Will 
Use Convention Values 


HARTFORD, Dec. 15.—Com- 
missioner H. P. of Con- 
necticut says: “I will use conven- 
tion values according to the dic- 
tates of the recent meeting of 
insurance commissioners in New 
York and will discontinue the 
system used in Connecticut last 
December, whereby certain per- 
centages were set up for deduc- 
tions in valuation of securities. I 
have determined to follow un- 
equivocally the system recom- 
mended by the convention, hoping 
this uniformity will prevail 
throughout the country.” 
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Loan Repayments 
Significant Trend 
Mutual Benefit’s Experience on 


Mortgaged Policies Paralleled 
by Other Companies 





VIEWS OF AN EXECUTIVE 


Warning Against Over-optimism with 
Better Business Conditions Is 
Given by Official 





The Mutual Benefit’s recently re- 
ported increase in cash repayments of 
policy loans, together with a marked 
drop in the demand for such loans, par- 
alleled to a considerable extent by other 
leading companies, indicates that the 
Mutual Benefit’s experience, while per- 
haps more strikingly favorable than 
most, is nevertheless significant of a 
widespread encouraging trend. One 
prominent company’s ratio of cash re- 
payments to policy loans outstanding is 
almost identical with that of the Newark 
company, and several others closely 
approximate it. 

One well known company’s policy 
loans have fallen in volume to one-third 
what they were at their peak last June. 
Its volume of such loans is now only 
slightly more than one-half the figure 
at this time last year. 

No Special Effort Made 


The Mutual Benefit’s cash repayments 
were not the result of any drive or 
special effort. Commenting on the pos- 
sible effectiveness of conservation efiorts 
in saving heavily loaned business, an 
official of another company said he be- 
lieved the lapse rate, like the mortality 
rate, is to a large extent inherent in the 
character and temperament of the pol- 
icyholders, and that conservation work 
matters relatively little. 

“When we used to do business in 
Europe, you could almost teli what 
country the business had been written 
in by looking at the lapse rate,” he said. 
“In Holland the persistency was the 
best. In France it was very good. In 
Italy and Hungary, for instance, it was 
bad. I believe that other American 
companies operating in Europe had the 
same experience, and I think that if per- 
sistency in this country were studied by 
races and nationalities the same thing 
would be found to be true.” 

Another official warned that too much 
improvement in the policy loan situa- 
tion should not be expected merely as 
a result of improved business conditions. 
The big increase in policy loans began 
shortly before the stock market crash, 
he said, but policy loans had been in- 
creasing relatively faster than the 
growth of the institution of life insur- 
ance ever since 1926. 

Thus, even if there had been no in- 
flation and ensuing depression, policy 
loans would presumably still form a 
larger share of the companies’ invest- 
ments than they did in 1926 and earlier. 
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Hardin Condemns 
Punitive Charges 


Heavy Increase in Surrender 
Cost, Backward Step, 
He Says 


URGES ‘SAVING EQUITIES 


Right to Withdraw on Equitable Terms 
Should Not Be Ignored, Mutual 
Benefit Head Declares 


Placing surrender charges on a puni- 
tive basis will be a backward step in 
life insurance history, President John R. 
Hardin of the Mutual Benefit Life as- 
serted in his notable address before the 
Life Presidents Association in New 
York. Mr. Hardin’s paper, “Three 
Years of Performance,” was the capital 
feature of the Life Presidents’ program. 
He was specific throughout and yet 
philosophical. His hearers seemed to 
feel that many afflictions of the business 
have been exaggerated and particularly 
in so far as the payment of cash de- 
mands is concerned have not been so 
much afflictions as the performance of 
a duty of vast beneficence. He gave a 
magnificent conception of life insurance. 

The distinguishing feature of life 
insurance performance during the last 
three years, according to Mr. Hardin, 
has been the uninterrupted response to 
the cash demand for policy loans and 
surrenders. “It does not follow,” he 
said, “that investment inconveniences 
resulting therefrom afford reason for a 
reconstruction of insurance contracts.” 


Ratio of Policy Loans 


The investment item in policy loans 
now represents 18.4 percent of the ad- 
mitted assets of the 52 companies re- 
porting to the Life Presidents Associa- 
tion as compared with 13.3 percent at 
the end of 1929. Policy loans made for 
cash and to pay premiums have been 
during the last three years in the ap- 
proximate ratio of five to one. 

Mr. Hardin observed that there is 
much discussion these days of the con- 
tract right of policyholders to cash loans 
and surrender values on demand in the 
fullness now common. This right is be- 
ing challenged as a weakness which in 
some way ought to be cured, he said. 
Those favoring a change point out that 
those rights were not originally ac- 
corded and more liberality than judg- 
ment has been exercised in their de- 
velopment. Mr. Hardin declared, how- 
ever, that in that development far seeing 
and equitably-minded actuaries brought 
about recognition of the principle that 
resignation, or withdrawal, did not ex- 
tinguish the equities of joint contribu- 
tors to a common fund. This conception 
recognizes the creation of equities in 
accumulating surplus, he said, and the 
right to withdraw on equitable terms. 
Equitable terms, he declared, have no 
relation to the cash convenience of the 
company at the time of withdrawal. 
Penalties on withdrawal, Mr. Hardin 
said, will not discourage surrenders in 
times such as these of urgent need for 


cash 
Dividends May Be Affected 


The possibility, he said, of extraordi- 
nary demand requiring a liquidity in 
cash and secondary reserve which will 
reduce the investment returns, does not 
justify disregard of equities of with- 
drawing policyholders. Dividends may 
be affected but the current cost of insur- 
ance is unrelated, just as is the current 
cash outlay, to the basic equities of 
policyholders in the accumulated re- 

(CONTINUED ON PAGE 20) 
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Four Notable Life Speakers 
Talk Before Life Presidents 





At the first session of the last day’s 
meeting of the Association of Life In- 
surance Presidents, Chairman ‘Il. A. 
Buckner paid a notable tribute to Presi- 
dent J. R. Hardin of the Mutual Benefit 
Life. He said that the speaker bore a 
resemblance to Mark Twain. Three 
years ago Mr. Hardin presided over the 
convention. He is one of the ablest 
members of the New Jersey bar and 
rine years ago became president of the 
Mutual Benefit. He presented a 
record of what life insurance has done 
during the last three years. At the close 
of Mr. Hardin’s address, Mr. Buckner 
said that the presidents of life com- 
panies receive all sorts of letters asking 
them to intervene with the President of 
the United States, Congress, the Cool- 
idge committee and other authorities 
dealing with farmers, railroads, the debt 
question, etc. Mr. Buckner said he re- 
ceived a letter the other day from a man 
who was thinking of taking a policy in 
the Mutual Benefit costing $1,400 a 
year. He wanted to know whether the 
Mutual Benefit was a safe and sound 
company. This brought out much merri- 
ment from the audience. 


President Linton Introduced 


In introducing President Linton of 
the Provident Mutual, Chairman Buck- 
ner said that he was another man who 
had risen to distinction as head of a 
company, coming through the actuarial 
department. Mr. Linton was referred 
to as a “convincing speaker on life in- 
surance subjects.” The chairman said 
that owing to his actuarial background 
Mr. Linton has kept a detailed record 
of all his golf scores and putts for many 
years. The chairman said that rumor 
has it that Mr. Linton has scaled the 
heights of most of the important Swiss 
Alps, including th: Matterhorn. Mr. 
Linton’s address was a scientific an- 
swer to those people who claim that 
persons should only take out life insur- 
ance for protection and their invest- 
ments or savings should be in another 
field. It was regarded as a complete 
refutation of that fallacious policy as 
anything that has been presented. 


George B. Young’s Paper 


General Counsel Young of the Na- 
tional Life of Vermont spoke on “Law 
—The Guardian of Security.” He has 
been president of the Association of 
Life Insurance Counsel and for the last 
16 years has been general counsel for 
his company. Chairman Buckner said 





that he is an ardent horticulturist 
and possesses a beautiful flower garden 
at his home in Montpelier. Mr. Young 
feels that public opinion does not prop- 
erly support the courts and prosecuting 
officers. There is a tendency, he said, 
among all classes to select the laws they 
will observe. Speaking further ne said: 
“We have become so interested in be- 
coming bigger and better that we have 
lost a proper sense of qualitative values. 
Size and wealth mean success and we 
have lost a proper regard for the spirit- 
ual in the material. This has resulted 
in a great disrespect for law and a 
greater percentage of crimes of violence 
in the United States than in any other 
civilized country of the world.” Mr. 
Young said that people should be edu- 
cated in the true values of life. 


Criminal Law Defects 


He said that the laws, on the civil side 
at least, as distinguished from the crim- 
inal side are in the main adequate and 
satisfactory to fully protect, secure and 
enforce rights and duties. The sub- 
stantive criminal law is reasonably suffi- 
cient, he declared, but on the procedural 
side it seems to be deficient. He said 
that most of the defects in the admin- 
istration of the criminal law are due to 
the human elements which enter into 
the enforcement of that law. He said 
that there are far too many men on the 
bench of the lower courts and in other 
official positions who are corrupt, in- 
competent, inefficient and subject to 
political influence. 


Human Problems in Supervision 


Commissioner W. A. Tarver of Texas 
was the last speaker, dwelling on the 
human problems of insurance super- 
vision. Chairman Buckner referred to 
Mr. Tarver as a big man from a big 
state. He formerly served in the state 
legislature and as chairman of the Demo- 
cratic state convention he was elected 
a delegate to the national Democratic 
convention in 1928. Mr. Tarver did not 
read his address. He has the gift of ora- 
tory and therefore his presentation was 
very effective. 

Mr. Tarver said that it was early 
recognized that insurance affecting as 
it does the public generally is affected 
with the public interest and subject to 
supervision. Then it was determined by 
the courts of final resort that insurance 
contracts were not articles of commerce 
and hence supervision was not to be ex- 

(CONTINUED ON PAGE 21) 





Personal Traits 
Are Brought Oy 


President Buckner Makes Happy 
Allusions in Introducing 
the Speakers 


NOTABLES ARE PRESENTE) 


Meeting of the Life Insurance Pres. 
dents Is Held Under Brand 
New Tent 


The second day’s meeting of the As. 
sociation of Life Insurance Presidents 
was very nicely balanced. The morn. 
ing session was given entirely to thos 
connected with insurance, the speakers 
being President J. R. Hardin of the 
Mutual Benefit; President M. A. Lip. 
ton, Provident Mutual; General Counsel 
George B. Young, National Life of Ver. 
mont, and Insurance Commissioner 
Tarver of Texas, who is president of 
the National Convention of Insurance 
Commissioners. The afternoon session 
brought a quartet of eminent men out- 
side of insurance but who have a coun- 
try-wide reputation, they being H. |. 
Harriman, president United States 
Chamber of Commerce; Governor Con- 
ner of Mississippi, Gardner Cowles, 
publisher Des Moines “Register & 
Tribune,” and one of the directors oj 
the Reconstruction Finance Corporation, 
and John H. Finley, associate editor 
New York “Times.” The two company 
presidents presented to the organization 
papers of great merit, especially dealing 
with life insurance. 

Met Under a New Tent 


This was the first time that the as- 
sociation met in the Waldorf-Astoria, it 
having held its annual conventions here- 
tofore at the Astor. Hence, there was 
more or less exploration in order that 
the people could get properly oriented 
to the new arrangement. The Waldori- 
Astoria with its magnificent meeting 
room and attendant halls, committee 
and luncheon rooms, made an_ ideal 
place. The luncheons, however, did not 
come up to the high standard set by the 
Astor. 

Manager George T. Wight in opening 
the meeting stated that the old home 
week celebration was being held under 
a new tent. In 1903, at the second 
meeting, there were 172 people present. 
During latter years the registration has 
been between five and six hundred. 


Buckner Helped Organize Association 


It was appropriate that President 
T. A. Buckner of the New York Life 
should preside as he helped organize the 
association. Mr. Wight in introducing 
him said that he has always been an or- 
ganization man from his youth in Mis- 
souri, when he formed the neighborhood 
school boys into a wood selling club to 
keep the home fires burning. Mr. Buck- 
ner started with the New York Life 52 
years ago as an office boy and has bees 
with the same company ever since. | 

The first speaker introduced by Cha't- 
man Buckner was United States Senator 
Felix Hebert of Rhode Island, who was 
formerly Rhode Island insurance com- 
missioner. He served as judge on the 
Rhode Island bench for a number 0! 
years. He has acted as counsel for 4 
number of the old fire mutuals of Rhode 
Island. Mr. Buckner recalled the fact 
that he is an accomplished violinist. 

Canada always sends a_ notable 
speaker, this year being Hugh Guthrie. 
minister of justice and attorney general. 
Mr. Buckner in introducing him 54! 

(CONTINUED ON PAGE 21) 
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Outsiders Speak 
at Big Meeting 


Quartet of Public Leaders Ad- 
dresses Life Presidents 
Association 


TALK ON CIVIC SUBJECTS 


President Harriman, U. S. Chamber of 
Commerce, Gives Essentials for 
Restoration of Prosperity 


At the last session of the Association 
of Life Insurance Presidents the four 
speakers were men eminent outside of 
the insurance field. Chairman T. A. 
Buckner introduced President H. I. 
Harriman of the United States Cham- 
ber of Commerce, saying that he has 
played a prominent part in industrial 
and power development. Mr. Harri- 
man commented on some of the busi- 
ness problems of the day and gave what 
ke believed to be five essentials to the 
restoration of prosperity: 

1. That the work available shall from 
time to time be spread among the work- 
ers of the land, so that all may have at 
least partial employment. This undoubt- 
edly involves a continuation of the trend 
towards permanently shorter hours of 
labor which has been apparent since the 
beginning of the industrial era. 

2. That business be unshackled by so 
modifying our restrictive laws that pro- 
duction of goods may be reasonably 
balanced with demand through contract 
or agreement. This does not mean the 
abolition of the Sherman or other anti- 
trust acts, but their sane interpretation, 
having in view the welfare, not only 
of the consumer but of the producer and 
the worker. Destructive competition 
and waste must be avoided; business 
must be conducted on a profitable basis, 
and fair wages must be paid. 


Must Restore Agriculture 


3. That agriculture be restored to a 
self-respecting and profitable basis. 

4. That we have a dollar whose pur- 
chasing power neither markedly in- 
creases nor decreases through a reason- 
able period of years, that is, a dollar 
whose value remains substantially con- 
stant with the general price index of 
commodities; and that we have a bank- 
ing and investment mechanism that as- 
sures balanced credit and reasonable 
safety in the making of investments. 

5. That governmental expenditures 
be reduced and our tax laws revised. 


Brings Encouraging Message 


He said for the past three years 
economists have prophesied the turn 
of the tide and the restoration of pros- 
perity. Mr. Harriman said that prices 
of many products have shown an ad- 
vance. A number of men have been 
called back to work. He said the people 
have awakened to the danger of mount- 
ing government costs that threaten to 
sap economic vitality. He thinks the 
Psychology of fear is slowly giving way 
to the psychology of hope. Business 
Problems, he said, continue to draw 
heavily upon patience and forbearance 
and will demand the fullest measure of 
cooperation and concentration of effort. 

Following Mr. Harriman, Chairman 
Buckner introduced Gov. Sennett Con- 
ner of Mississippi to whom he referred 
as “farmer, lawyer and statesman.” He 
graduated from the University of Mis- 
Sissippi and then studied law at Yale. 

€ was elected to the legislature of his 
State and became speaker of the house 
when he was 25 years of age. Mr. 
Buckner said that he is affectionately 





Linton Attacks Theory of . 


the Pure Protectionists 





President M. A. Linton of the Provi- 
dent Mutual Life, in his address before 
the Life Presidents’ Association in New 
York, developed further his philosophy 
of the investment value of life insurance 
of which he is one of the most articulate 
and intelligent champions. 

Mr. Linton attacked with carefully 
prepared evidence the theory that a 
person would fare better hy purchasing 
low price pure protection insurance and 
putting the difference into sume inde- 
pendent form of investment. One of 
the most convincing exhibits offered 
by Mr. Linton was a comparison be- 
tween what a person would have in 1932 
if he had invested his savings in a cross 
section of the stock investments of 10 
important fire insurance companies from 
1912-32 and what he would have had he 
purchased an ordinary life policy in- 
stead of pure protection. Such a per- 
son would have $91 in the fund if in- 
vested in a cross section of the stocks 
held by 10 fire insurance companies for 
every $100 available to him under the 
ordinary life policy. Taking the bonds 
of the same 10 fire companies, the ac- 
cumulated fund figure comes out at $84 
in comparison with the $100 which 
would be available under the ordinary 
life policy. 

Comparisons Are Made 


Mr. Linton prepared some compari- 
sons based upon the results of 10 of the 
19 life companies operating in New 
York which yielded the lowest cost over 
the 20 years preceding 1912 for an ordi- 
nary life policy issued in 1892 at age 45. 
The average cost of this form of con- 
tract for this group of 10 companies 
during the period from 1912 to 1932 was 
then taken as the basis for what would 
have been paid during these 20 years if 
in the early part of 1912 a man aged 45 
had taken $100,000 of insurance on the 
ordinary life plan. 

The net outlay over the 20-year period 
would have been $57,200. At the end 
of the 20-year period, i. e., at age 65, 
the guaranteed cash value of the insur- 
ance plus the annual dividend then pay- 
able for the 20th year would have 
amounted to $45,100. Thus, after carry- 
ing his $100,00 policy for 20 years, the 
policyholder would have had about 79 
percent of his premium outlay available 
in cash. The difference of 21 percent, 
or $12,100, plus interest received by the 
company on funds accumulated from 
the policyholders’ premiums was used 
to pay death claims and expenses. 


Utilities and Railroads 


Thereupon Mr. Linton undertook to 
show what would have happened if the 
man age 45 had bought pure protection 
insurance and put aside the difference in 
an independent fund. If the independ- 
ent fund had been invested in high grade 
railroad bonds, the person would have 
$88 in the separate investment fund for 
every $100 under the ordinary life pol- 
icy at the beginning of this year. For 
each $100 under the ordinary life policy, 
$117 would be available under the sep- 
arate investment plan if the fund had 
been invested in Dow-Jones public util- 
ity bonds. However, the effect of in- 
vestment expenses and income tax upon 
the Dow-Jones public utility fund must 
be deducted and the $117 is then re- 








known in Mississippi as “the smiling 
Irishman.” 

Governor Conner devoted his talk to 
the question of governmental budget 
balancing. He said that if this requires 
an increase of revenue then in most 
jurisdictions the first effort should be 
toward modernizing and rendering more 
equitable and efficient the existing tax 

(CONTINUED ON PAGE 22) 





cuced to $103. The life insurance figure 
is net, as all expenses and taxes are 
taken care of in the net outlay for the 
ordinary life policy. 

For each $100 now available under 
the ordinary life policy there would be 
$53 in the independent fund if railroad 
stocks had been purchased. The inde- 
pendent fund would amount to $71 as 
compared with $100 under the life policy 
if industrial stocks had been purchased. 
If, however, changes had been made in 
the industrial stocks as the Dow-Jones’ 
list changed, the separate fund would 
now amount to $202 or $180 deducting 
investment expenses and income tax. 
Mr. Linton pointed out, however, that 
to deal successfully with industrial 
stocks one must be exceedingly nimble. 
He questioned whether anything an- 
alogous to the industrial stock record 
during the last 20 years will be realized 
within the next 20. In this group ot 
stocks the results are seen of the amaz- 
ing industrial development of the coun- 
try in the last two decades, stimulated 
to a large extent by the war. 


Looks Inte Future 


“Standing at this present moment, 
looking into the future,” Mr. Linton 
asked, “have we any means of choosing 
an alternative channel of investments 
for the accumulation element in a life 
insurance policy that has as great a 
chance of coming through as satisfac- 
torily as if it were entrusted to a life 
insurance company.” 

Mr. Linton observed that the life in- 
surance cash values are guaranteed in 
the contract and are available when 
needed. They form the basis of the 
guaranteed loan values which are also 
available at a fixed rate of interest of 6 
percent. A loan thus made cannot be 
called. It requires no additional pledge 
and it is an invaluable source of emer- 
gency funds. 

The policy loan should be made 
strictly an emergency transaction to be 
reversed as soon as possible, according 
to Mr. Linton, because the loan must 
eventually be deducted from the pro- 

(CONTINUED ON PAGE 11) 





Chairman of Life Group 


at Connecticut Session 











GEORGE L. HUNT 


Vice-president George L. Hunt of the 
New England Mutual was chairman of 
the life group meeting during Connecti- 
cut Insurance Day at Hartford. The 
conference leader at the group gathering 
was Dr. S. Huebner, dean of the 
American College of Life Underwriters. 





utualization of 
Illinois Life Up 


Several Former Agents of Com- 
pany Submit Plan to 
Receiver 


MEET CALLED SATURDAY 


Sponsors Take View No Company 
Should Be Permitted to Make Profit 
Through Insurance Deal 


A number of former general agents 
of the Illinois Life are proposing a 
mutualization plan for that company, 
which is now in receivership. The pro- 
posal is being submitted to Abel Davis, 
Illinois Life receiver, subject to the ap- 
proval of the court. 

The organization committee in this 
undertaking consists of W. T. Purcell, 
H. A. Davidson, Edwin Hansen, Harold 
Dyrenforth, J. Abrahamson, J. J. De- 
laney, and D. B. Ryan. 

In the meantime the receiver is con- 
tinuing to ponder various proposals of 
reinsurance of the Illinois Life. Ap- 
parently, he has abandoned the idea of 
getting one of the large eastern com- 
panies to absorb the Illinois Life. 

Circular Is Distributed 


The general agents who are proposing 
mutualization have sent the following 
communication to agents and general 
agents of the Illinois Life: 

“The Agents and General Agents As- 
sociation of the Illinois Life has been 
organized for the sole purpose of pro- 
tecting the rights, interests and as far as 
humanly possible to recoup the losses 
of our policyholders. 

“We, the agents and general agents, 
who really created the business and the 
premium income therefrom for the IIli- 
nois Life, have assured and reassured 
our policyholders the one thing that the 
Illinois Life could and would never do 
—viz: fail—it has failed and our policy- 
holders are the losers as a result and we 
stand absolutely discredited with them 
unless each and every individual agent 
and general agent, which includes you, 
of the Illinois Life, step in now and 
fight as hard to protect them and justify 
their confidence in us as we did for their 


business. We owe that to each and 
every one of our individual policy- 
holders. 


Ostrich Attitude 


“Playing the part of an ostrich by 
joining the agency force of some other 
life insurance company will not relieve 
us nor you, of the responsibility that we 
owe these men and women (our policy- 
holders) who trusted us, because they 
believed in us and have lost their money 
because of us. 

“Through our agents and general 
agents’ association, we are forming a 
policyholders protective committee, 
banding ourselves together with them 
exclusively for their (the policyholders) 
protection; in so doing we may then ex- 
pect to continue to enjoy their confi- 
dence and respect to which we will be 
justly entitled because we will have 
earned it, and last but not least in so 
doing, we will preserve our own vested 
rights and earned renewals. 

“This association is submitting to Gen. 
Abel Davis, the receiver for the Illinois 
Life, subject to the approval of the hon- 
orable court, Judge James H. Wilker- 
son, the following proposal: 

“1. The immediate organization of 
the Mutual Life Insurance Company of 
Illinois, a stock legal reserve life insur- 

(CONTINUED ON PAGE 11) 
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Noida States Life Is 
Now in Hands of Receiver 


MORATORIUM PLAN COLLAPSES 


John W. Morthland Is Appointed by 
Indiana Court—Massen Is Ancil- 
lary Receiver in Illinois 


John W. Morthland of the law firm 
of Bomberger, Peters & Morthland of 
Hammond, Ind., counsel for the North- 
ern States Life of Hammond, Monday 
was appointed receiver for that com- 
pany by the superior court of Lake 
county, Ind., in the action brought by 
the Indiana attorney general in behalf 
of Commissioner Kidd. 

Earl Stroup, who has been for two 
months the court’s manager of the 
Northern States Life, was appointed at- 
torney for the receiver. 

John A, Massen, Chicago alderman 
and receiver for the Security Life of 
Chicago, who has been president of the 
Northern States for a few weeks, Tues- 
day was named ancillary receiver of the 
Northern States in federal court at Chi- 
cago. Petition for the appointment of 
Massen was brought by the Security 
Life, holder of 13,000 of the 25,000 
Northern States shares. 

Moratorium Plan Fails 


For two months the Northern States 
has been operating under a moratorium 
on policy loans and cash surrender val- 
ues. However, income sloughed off to 
such an extent that the company was 
not able to keep up with its operating 
expenses and death claims. 

Insurance in force of the Northern 
States Life has dropped $7,000,000 to 
$8,000,000 since its troubles have been 
public knowledge and it now has in 
force about $49,000,000. Sound re- 
serves of about $8,000,000 are needed 
and are impaired at least 30 percent. 

The Northern States Life holds about 
$800,000 mortgages on Waukegan, III. 
real estate, which came to the company 
through Edwin Hult & Co., which is 
now in receivership, The Waukegan 
property is part of a promotional real 
estate project, which has collapsed. In 
addition the Northern States has about 
$3,000,000 other real estate and mort- 
gages from which little revenue is de- 
rived. 

Commissioner Kidd originally desired 
to take the Northern States under the 
wing of the Indiana department on 
court order. The directors—all associ- 
ated with M. J. Dorsey—were not will- 
ing to have such a court order. There- 
fore Commissioner Kidd moved for re- 
ceivership. Dorsey and his _ people 
staved that off through technicalities of 
the Indiana law. However a few weeks 
ago Dorsey and his associates were 
ousted and with Massen at the helm, 
an attempt was made to carry on under 
a moratorium. 

The manipulations of the Dorsey in- 
terests were devious and multifarious, 
running through the Northern States, 
Security Life, Inter-Southern, Keystone 
Holding Co., and Edwin Hult & Co., 
all in receivership and reaching unsuc- 
cessfully towards the Missouri State 
Life. Dorsey and Harry Tressel are 
still directors of the Missouri State, but 
the expectation is they will still be 
ousted. Dorsey has established an of- 
fice in Chicago. 


Medical Feature Approved 


Virtually all states have now approved 
the medical reimbursement feature 
adopted by many of the personal acci- 
dent and health companies. At the re- 
cent gathering of insurance commis- 
sioners in New York City, the special 
committee to which was referred con- 
sideration of the pro rata feature in 
connection with the reimbursement form 
endorsed it in principle and will so re- 
port to the full convention when it next 
meets. 








Again President 











FRANCIS V. KEESLING 


Vice-President and General Counsel 
F. V. Keesling of the WestCoast Life 
of San Francisco was relected president 
of the Association of Life Insurance 
Counsel at its annual meeting in New 
York City. Mr. Keesling is a former 
chairman of the Legal Section of the 
American Life Convention and is a 
member of the executive committee of 
the convention. It is generally con- 
ceded that he will be the next president 
of the American Life Convention. 





“Count” Mueller to Become 
Pacific Mutual State Agent 





E. H. (Count) Mueller of Madison, 
Wis., has been appginted Wisconsin 
state agent for the non-cancellable and 
commercial accident and health depart- 
ments of the Pacific Mutual Life to 
succeed the late Ray Russell of Mil- 
waukee, who died recently. Mr. Muel- 
ler will move his headquarters to Mil- 
waukee and will take over the Russell 
agency. 

Mr. Muller is one of the best known 
accident and health men in the central 
west and is now serving as president 
of the National Association of Accident 
& Health Managers. He started with 
the old Bankers Accident of Des Moines, 
when E. C. Budlong, now vice-president 
of the Federal Life, was at the head 
of that company. When its business 
was reinsured by the Federal Life, Mr. 
Mueller became Wisconsin state mana- 
ger for the accident and health depart- 
ment of the Southern Surety and con- 
tined in that capacity for the Provident 
Life & Accident of Chattanooga when 
it took over the Southern Surety’s ac- 
cident and health business in the cen- 
tral west. He has built up a very large 
agency plant and has made a reputa- 
tion as an especially successful agency 
manager. 


Life Presidents Reelect 
All of Present Officials 


General Manager George T. Wight 
and all the other officers of the Associa- 
tion of Life Insurance Presidents were 
reelected. The following constitute the 
executive committee: Mr. Wight, chair- 
man; T. A. Buckner, New York Life; 
G. I. Cochran, Pacific Mutual; W. H. 
Cox, Union Central; E. D. Duffield, 
Prudential; F. H. Ecker, Metropolitan; 
J. R. Hardin, Mutual Benefit; D. F. 
Houston, Mutual Life of New York; F. 
A. Howland, National Life of Vermont; 
T. I. Parkinson, Equitable Life of New 
York; G. W. Smith, New England Mu- 
tual; L. E. Zacher, Travelers. 





Pepper Hits Advocates of 
Limiting U. S. Court Power 


SEES PASSAGE OF PROPOSALS 


Speaker at Meeting of Association of 
Life Insurance Counsel Calls Spon- 
sors Suspicious, Jealous 


The sponsors of the proposal to re- 
move diversity of citizenship as a basis 
for the jurisdiction of federal courts, by 
and large, have a suspicious jealousy of 
big business interests, especially in cor- 
porate form, according to George Whar- 
ton Pepper, who addressed the annual 
meeting of the Association of Life In- 
surance Counsel in New York. Mr. 
Pepper represents the Penn Mutual 
Life. Those advocating the change, Mr. 
Pepper said, are possessed of the con- 
viction that business groups of this sort 
are generally wrong and that in the 
long run the so-called progressive is 
likely to be right if on all issues he 
takes the side which these groups op- 
pose. 

The presence in the various commun- 
ities of federal judges and the mainte- 
nance of the district court are actually 
essential to a sound administration of 
justice in this country, according to Mr. 
Pepper. He said that the proposal to 
eliminate diversity of citizenship, in ad- 
dition to springing from suspicious jeal- 
ousy of large corporate groups and 
from irritation that the federal judiciary 
is not easily affected by popular clamor, 
also is inspired by the theory that the 
proposal, if enacted, would make the 
district bench unattractive to the best 
lawyers. 

Administrative Tribunal 


If the jurisdiction of the district court 
in cases involving the application of 
the common law is removed, the at- 
traction of the judicial life is gravely 
impaired, he said. If the district court 
is shorn of its common law jurisdiction, 
Mr. Pepper said it would soon become 
a mere administrative tribunal, manned 
by bureaucrats. If this happens to the 
district court it would not be long be- 
fore the same thing would happen to 
the circuit courts of appeal. 

Mr. Pepper declared that the real 
abuses of the diverse citizenship juris- 
diction can easily be remedied without 
destroying the jurisdiction-and without 
depriving foreign corporations of a 
right essential to their well being. For 
instance, jurisdiction might be denied in 
suits brought against the subsidiaries 
of a domestic corporation where the 
subsidiaries have been organized under 
a foreign law merely in order to gain 
the right of removal. Since the consti- 
tution declares that the judicial power 
of the United States extends to contro- 
versies between citizens of different 
states, if the proposal in question is 
enacted, Mr. Pepper said that the ques- 
tion for the ultimate tribunal will be 
whether the congress can leave this 
power suspended in midair by denying 
to the district court the jurisdiction to 
exercise it while failing to vest that 
jurisdiction in any other court. 

Mr. Pepper said he anticipates pas- 
sage of the proposal. He expressed 
hope that the proposals would be ve- 
toed, however. 

The tendency represented in the pro- 
posal, according to Mr. Pepper, is in the 
direction of substituting in government 
the views of the destroyer for the views 
of the builder. Its enactment, he de- 
clared, will reveal democracy at its 
worst. 


Warns of Unlicensed Carriers 


The Columbus (O.) Better Business 
Bureau has issued a warning against 
insuring with life insurance companies 
not licensed in Ohio. The bureau says 
it has received many complaints from 
persons who discovered when it was 





Inter-Southern ebihtinn 


Act Against Stockholde:; 
SEEK THE RIGHT TO ASSEss 


Main Issue Is the Majority Stock Helg 
by the Defunct Security Life 
of Chicago 


Suit was filed at Frankfort, Ky., by 
receivers for the Inter-Southern Life 
seeking authority to assess stockholders 
of that company under the double lia- 
bility law. 

Circuit Judge Ford passed the hear. 
ing until Dec. 20, to give attorneys for 
receivers and stockholders opportunity 
to negotiate on a claim of the defunct 
Security Life of Chicago against the 
Inter-Southern. 

This claim is for $135,000, represent- 
ing notes issued by the Inter-Southern 
to the Security Life, on which the col- 
lateral was ten mortgages on Inter- 
Southern controlled real estate, with 
value of $411,537, leaving the Inter- 
Southern an equity of $276,537. It was 
held that if sold at forced sale, as has 
been threatened by receivers for the Se- 
curity Life, the property would prob- 
ably not bring enough to meet the notes 
and interest. 


Asks to Intervene 


Authority was asked to intervene in 
the Illinois receivership of the Security 
Life, and to enforce liability against as- 
sets of the Security. 

Prior to May, 1931, the Inter-South- 
ern had 3,097,666 shares of $1 par value. 
After that date the number of shares 
was reduced to 1,032,555. All of the 
stockholders, however, did not make 
the transfer, while reduction was il- 
legal at the time, in that the company 
was impaired. The Security Life at the 
time capital was reduced held 1,458,000 
shares and afterwards 488,300 shares, 
but claim is made to right to assess on 
the basis of 1,458,000 shares. 

In the assessment suit it appeared 
that all the receivers will try to do is to 
block the Security Life from foreclos- 
ing under the note of $135,000, and have 
it offset if possible. 

The receivers for the Inter-Southern 
will run into difficulties because the Se- 
curity Life is only a stockholder of rec 
ord for less than 400 Inter-Southern 
shares. The stockholder of record is 
the Keystone Holding Company, which 
purchased the Inter-Southern Life at 
$1.50 a share and then sold it to the 
Security for $1.94, the Keystone being 
merely a trading device. Shortly before 
the Security Life blew up, the Inter- 
Southern Life shares held by that com- 
pany were placed in a voting trustee- 
ship. Therefore, a number of legal 
technicalities are projected. 

R. P. Crawford, stockholder of Louis- 
ville, filed objections to the Inter- 
Southern suit as did F. W. Bull of Chi- 
cago, representing the Security Life. 


LEHMAN OUT AS DIRECTOR 


LOUISVILLE, Dec. 14—William 
Lehman of Newark was another direc- 
tor of the Kentucky Home Life who re- 
tired at the recent meeting at which 
the Greenfield interests resigned, fol- 
lowing sale of their interests in the com- 
pany to the Cohen-Barnes interests of 
New York. His name was overlooked 
in announcement of the resignations. 
The Kentucky Home is a reorganiza- 
tion of the Inter-Southern. 








too late that the companies in which 
they had taken out insurance were not 
licensed and could not be_ reached 
through the insurance department. Ac- 
cording to the bureau, most of the com- 
plaints concern assessment companie‘ 
A Columbus man paid 18 $1 assessmen’ 
on a policy held by his mother, whv 
was 60 years old, and when she died 
he was unable to collect, it is charged. 
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Get Better Understanding 





Insurance Farm Mortgage Conference Acquainting Life 
Company Officials with the Real Problems in 
Great Agricultural Areas of the Land 





NEW YORK, Dec. 15.—Despite the 
fact that better than 70 per cent of the 
farm mortgages held by the American 
life companies which are members of 
the Insurance Farm Mortgage Confer- 
ence are in good standing with interest 
and taxes paid, company officials who 
represent their organizations on this 
body are concerned lest the insurance 
fraternity as a whole, and especially the 
eastern portion, continue its laissez- 
faire attitude toward the farmer and 
thereby endanger the vast sum which 
is invested in the agricultural sections 
of the west and south. 


Fourteen Companies Are Members 


Fourteen prominent life companies, 
which have a total investment in farm 
mortgages of $1,300,000,000 are banded 
together in this farm mortgage confer- 
ence for the purpose of exchanging 
views at frequent meetings which they 
believe will be beneficial to executives 
in handling the problem. 

The Life Insurance Farm Conference 
was established in 1929, largely through 
the efforts of the late Robert Lynn Cox, 
vice-president of the Metropolitan Life. 
Also instrumental in the organization of 
this body was Robert M. Green, now 
assistant secretary of the Prudential, but 
at the time the conference was or- 
ganized, treasurer of the Union Central 
Life. 

Has Been Publicity Shy 

Throughout its existence this group 
has been publicity-shy. No reports of 
its meetings have been published and 
many persons in life insurance do not 
know that the conference exists. I[t has 
gone its way unheralded for three years 
during which time it has been of great 
benefit to the companies in the solution 
of many vexing farm problems. 

The conference itself meets on an 
average eight to ten times during the 
year but the executive committee meets 
at least once a month. The gatherings 
are generally held in New York. 

The companies which are members 
through representation by the head of 
their farm mortgage departments are: 


The National Life of Vermont, John 
Hancock Mutual, New York Life, 


Metropolitan Life, Penn Mutual Life, 
Provident Mutual Life, the Mutual 
Benefit Life, the Prudential, the Bank- 
ers Life of Des Moines, the Union 
Central, Travelers, Aetna Life, Con- 
necticut Mutual and Phoenix Mutual 
Life. Of these companies the Pru- 
dential has the largest investment in 
farm mortgages. 


Westbrook Is Elected Chairman 


The Farm Conference at a meeting 
held here elected S. F. Westbrook, 
vice-president of the Aetna Life, as 
chairman. Under his leadership the 
conference will have many vexing prob- 
lems with which to deal in 1933. Para- 
mount of all is the trend of the mind of 
the farmer who is now suffering eco- 
nomic ills greater than any he has here- 
tofore endured in American history. 

Of almost equal importance is the 
Problem of how to stir into action the 
insurance executives and their directors 
who are far removed from the troubles 
of the farmer and who are still clinging 
to the utterly absurd assumption that a 
divine providence will lead agriculture 
from the morass which engulfs it and 
who see no reason to alter the time- 
honored belief that “the farmer has 
always gotten along somehow and he’ll 
get along somehow in the future.” 

It is this attitude that is severely con- 
demned by insurance officials who real- 
ize the import of the farm situation and 








who are diligently striving to convince 
home office officials and directors that 
the farmer must have relief and must 
have it immediately or the insurance 
companies will find their investments in 
mortgages jeopardized to a greater ex- 
tent than at the present. 

There is nothing new in the deep- 
rooted quarrel between the farmer and 
organized industry nor is there any 
startling remedy recently proposed to 
alleviate the suffering of agriculture. 
The quarrel between agriculture and in- 
dustry is that industry is protected by 
a tariff and that agriculture, while 
theoretically protected by this same 
tariff, actually is not. 


How Farm Prices Are Governed 


The quarrel is, further, that industry 
purchases commodities on a wage scale 
which the guiding arm of the tariff 
shields from foreign competitive en- 
croachment while agriculture is forced 
to sell commodities on a price scale 
which is governed wholly by world- 
wide demand. 

The governing influence of agricul- 
ture’s prices is the exportable surplus, 
the ever-present noxious problem of the 
farmer. The amount of this exportable 
surplus is the one factor in determing, 
as an example, the price of wheat. 

In this particular commodity there is 
an annual production of approximately 
900,000,000 bushels by the American 
farmer. Of this amount there is con- 
sumed annually by domestic purchasers 
a total of about 500,000,000 bushels. The 
remaining 400,000,000 bushels, thrown on 
the world-wide market, govern the price 
which the American farmer obtains for 
his product in the United States thereby 
rendering useless the protective tariff of 
42 cents a bushel. 

These are admitted facts. The ques- 
tions which arise from them are what 
steps to take to bring about a change so 
that agriculture will rank at least on a 
par with tariff-protected industries and 
how to convince the laymen of the im- 
portance that such steps be taken. 


Seek to Crystallize Opinion 


The second question is of the lesser 
import because it is recognized that 
something is going to be done to help 
the farmer regardless of’ whether the 
laymen of industry are willing to co- 
operate or not. As has always been the 
case it will be the so-called brains of 
industry and finance which will come to 
the rescue after all efforts to arouse 
wide-spread public opinion have failed. 
But the crystallization of that public 
opinion to a fuller degree than at pres- 
ent will be of immeasurable benefit to 
those struggling to pull agriculture from 
the slough of despond. 

Running through the underlying and 
basic foundation of this entire problem 
should be the knowledge that upon the 
prosperity of agriculture is dependent 
the prosperity of America. It requires 
no genius to realize that fewer auto- 
mobiles and radios and other luxuries 
are going to be purchased by the Ameri- 
can farmer with wheat at 24 cents a 
bushel than would be bought were it 
selling for 80 cents. It does not need 
a far-seeing mind to realize that when 
corn is burned in furnaces in Iowa be- 
cause it is cheaper than coal, American 
agriculture has fallen to depths hitherto 
believed impossible. 

These insurance men who sit in on 
the conferences on farm mortgages are 
fully aware of these facts. They talk 
them and think every day of the year. 
While they are not always in agreement 
on all phases of the question they are 
presenting a solid front on the funda- 
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“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 


pas following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 


“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 


“Tt has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years. . 


This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid— 
$766.80. Present cash value, including divi- 
dend deposits, amounts to $1,146.21. Through 
all these years the beneficiary has been pro- 
tected for $1,000. 


A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 
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Sell Efficient and Economical 
Financial Service 


America is becoming annuity-minded. 
During the last decade, premiums paid 
for annuities have increased with great 
rapidity. 

The public recognizes the efficiency 
and economy of the investment manage- 
ment service offered by life insurance 
companies and wants to use this service 
for retirement purposes as well as for the 
support of dependents. 


No life insurance man can afford to 
neglect the annuity idea. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











Geared Selling 


Fidelity gears its direct mail lead 
service to an exceedingly profitable 


“Income for Life” appeal. The pre- 
mium value for each dollar invested 
by its agents last year in this serv- 
ice was $54.60. Applications writ- 
30% higher Foca Wy. > o> 

company av- 
erage of all paid policies. 


Users Profit Accordingly 


“Income for Life,” Low Rate Life, Family Income, Disability, 
Accidental Death Benefits and a full line of annuity forms are 
included in the Fidelity kit—backed by more than half a century 
of fair dealing. 


ie DELITY MUTUAL LIFE 


Send for booklet 
’ “The Company Back of the 
Contract” 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 




















mentals. They realize their work is to 
bring the question so forcefully to the 
attention of the public and the govern- 
ing officials of their companies that 
action will be taken. But they all admit 
that action will be taken in a short while 
because they do not intend to allow the 
situation to get out of hand. 


State of Mind a Big Factor 


Collapse in farm investments. will 
never occur in one fell swoop, like the 
passing of a huge corporation into the 
hands of a receiver. But it will occur 
over a period of time just as surely and 
effectively as a total collapse through 
the passing of the farms into the hands 
of the insurance companies one-by-one 
unless the farmer receives aid. In retro- 
spect it is absolutely immaterial as to 
the manner of such occurrence. Whether 
it occurs over night or whether over a 
period of years the result will be the 
same 10, 15 or 20 years from now. The 
state of mind of the farmer will be a 
determining factor in whether this col- 
lapse will eventuate. 

A striking example of this state of 
mind is to be had in the recent vote on 
moratorium on debts in North Dakota, 
an agricultural state. This moratorium 
was defeated by approximately 3 to 2 at 
the polls last November. The danger- 
ous element, however, lies in the fact 
that 85,000 citizens voted in favor of the 
moratorium. Dangerous because 85,000 
persons in North Dakota, driven to des- 
peration by inability to meet obliga- 
tions, were willing to turn to the radical 
alternative of wiping them out and let- 
ting the future care for itself. 


Effect of Discouragement 


It is this state of mind that insurance 
executives sitting at the round table 
conferences realize is slowly creeping 
over the vast agricultural regions of the 
west. Slowly, but as inexorably as the 
coming of dawn, they see farms being 
taken over by the companies, they see 
men who have lived their lives in wheat 
fields, who have raised oats and corn 
and cattle, relinquishing their home- 
steads because they cannot get a living 
wage; because their products. bring 
them a return that is actually insuffi- 
cient to care for the cost of raising 
them. 

But the awakening of the nation to 
the exigencies of the situation is in pro- 
cess through this farm mortgage con- 
ference. Knowing full well that aid 
must be rendered, the insurance execu- 
tives have searched for some method of 
equitable relief with the result that they 
are now giving serious consideration to 
the domestic allotment plan. 


Domestic Allotment Plan 


This plan, in brief, calls for the farmer 
to receive a price for his wheat from 
domestic consumers equal to the world- 
wide price of this commodity, which is 
governed by the exportable surplus plus 
the American tariff of 42 cents a bushel. 
This immediately draws the fire of the 
opposition. It is scored on the theory 
that it is a deliberate, hard and fast 
price-fixing step. But the insurance ex- 
ecutives’ cry is: “All right, propose 
something better. Give us constructive 
rather than destructive criticism. Aban- 
don your laissez-faire attitude and step 
into the breech with something which 
may be substituted. We will listen to 
anything, that’s what we’re here for. 
But don't stand there and tell us we are 
wrong and then make no effort to help 
us.’ 

Much Purchasing Power Destroyed 


The opponents of the measure point 
out that in New York, for example, in- 
surance executives in home offices and 
bankers and brokers in financial institu- 
tions lament the fact that real estate on 
Fifth avenue has suffered a drastic de- 
cline in value. This. loss, home office 
men and bankers declare, has been 
caused by the fact that there are not 
enough merchants in solvent condition 
to occupy the property. 

The “insurance farmers” further as- 
sert that bankers steadfastly refuse to 
go beyond the lack of tenants; that if 





they did they would soon ascertain tha 
the reason for the lack of tenants is the 
destruction of the purchasing power oj 
30 millions of people. And until this 
power is restored they see no prosper. 
ity. To the contrary they visualize 
further disaster. 

The men gathered in round-table cop. 
ference have long ago come to the cop. 
clusion that the human being works pri. 
marily to provide food, shelter an 
clothing for himself and for no other 
reason. The farmer is the basis of these 
three provisions. All contributions oj 
mankind of other nature are merely re. 
lated to these three fundamentals. 


Westbrook an Able Man 


In Stillman Westbrook the confer. 
ence has chosen an outstanding leader 
in the farm mortgage field. He has beep 
in close touch with the farm mortgage 
question for a number of years. He 
has traveled thousands of miles through 
the agricultural west, addressed meet- 
ings before hundreds of farmers. By 
these contacts he has obtained the farm- 
er’s viewpoint and gotten down to the 
farmer’s economic level. He is no dif- 
ferent from any other member of the 
conference as all have had the same 
experiences. 

In Mr. Westbrook and in every mem- 
ber of the conference is to be found a 
typical example of a man who sat ina 
comfortable chair a few years ago; who 
thumped and pounded his glass topped 
desk demanding that he receive his in- 
terest and threatening dire results were 
amortization not forthcoming. But the 
years have brought a change. These 
men who skouted for payment have 
altered their viewpoints. They came 
suddenly to a realization that they might 
better go out into the field, learn why 
the interest was not being paid and en- 
gage in intimate association with the 
farmer. They have dedicated themselves 
now to changing the views of their 
superiors. These statements they are 
quite willing to admit as unalterable 
facts. 

Situation Is Not Ploasant 


The situation in which the life com- 
pany finds itself is anything but pleas- 
ant. Defaults on interest and taxes 
leave hardly an alternative except fore- 
closure. Hundreds of farms are now in 
this condition. In order to protect as 
best it can, its investment, the com- 
pany must operate the farm. 

In justice to the insurance companies 
it must be stated that they don’t want 
farms; that they want return on their 
investment. That these investments are 
frozen they won't deny but they are 
willing to cooperate to the fullest extent 
if for no other reason than one of their 
own selfish gain. If they can obtain 
their interest they won’t press amortiza- 
tion of mortgages; with interest and 
taxes paid and the farm maintained in 
good condition they will receive all they 
expect. But under present conditions 
they are many times not able to get 
these considerations. 

Commissioner Hobbs of Kansas, when 
asked recently how business conditions 
were in his state replied seriously; 
“Business is quiet. The crops are good 
but the prices are low. But you know 
Kansans are a peculiar people. They 
are very determined and they are blessed 
with an abundance of ‘sticktoitiveness. 
They go on doing the best they can 
despite the low prices. They feel they'll 
get help soon.” 

The insurance farm conference lead- 
ers declare that this is the attitude 0! 
the “average farmer.” He does not 
want to lose his home and his property. 
He will cooperate as best he can to save 
them. But he can’t do much undef 
present conditions. That is why mem- 
bers of this conference meet regularly, 
discuss his ills and then go back home 
to renew the battle to crystalize public 
opinion in an effort to bring him relief. 


“Life Insurance,” by Joseph B. i 
Lean, associate actuary Mutual Life ° 
New York—a standard textbook of life 
insurance principles and practices. Price 
$4, The National Underwriter. 








© 16, 193 


——————_— 


ertain that 
ants is the 
| power of 
until this 
0 Prosper. 

Visualize 


table con. 
O the con- 
works pri. 
elter and 
no Other 
IS Of these 
putions of 
nerely re. 
‘als, 


e confer. 
ng leader 
has been 
mortgage 
ars. He 
s through 
ed meet- 
ers. By 
the farm- 
mn to the 
Is no dif- 
r of the 
the same 


‘ry mem- 
found a 
sat ina 

zo; who 

S topped 

e his in- 

ilts were 
But the 

These 
nt have 

"y came 

ey might 

arn why 
and en- 
vith the 
~mselves 
of their 
hey are 
alterable 


t 


fe com- 
t pleas- 
1 taxes 
pt fore- 
now in 
»tect as 
e com- 


npanies 
’t want 
n their 
nts are 
ley are 
extent 
of their 
obtain 
10rtiza- 
st and 
ined in 
ll they 
ditions 
to get 


, when 
ditions 
iously; 
e good 
know 

They 
ylessed 
eness’. 
‘y can 
they'll 


- lead- 
ide of 
s not 
yperty. 
o save 
under 
mem- 
alarly, 
home 
public 
relief. 


Mac- 
ife of 
f life 
Price 


December 16, 1932 


eat 


LIFE INSURANCE EDITION 








———— 


Curbing Suicides 
by Policyholders 
Treated by Ayres 


ST. LOUIS, Dec. 15.—The possibility 
of legislation to curb the number of 
cases in which heavily insured persons 
commit suicide to pass their financial 
burdens to their life insurance com- 
panies was discussed by Frank O. 
Ayres, first vice-president Metropolitan 
Life at a meeting of 350 of his com- 
pany’s agents here last week. Mr. 
Ayres pointed out that while the num- 
ber of suicides during the past three 
years was only a meager fraction of the 
total mortality of the life companies the 
majority of them were men who car- 
ried life insurance in exceedingly large 
amounts. 

“Take the banker or broker or busi- 
ness man who was wealthy prior to the 
depression,” Mr. Ayres said. “As a rule, 
he carried as much as $1,000,000 to $1,- 
500,000 insurance. When he finds his 
business on the rocks and himself finan- 
cially wiped out, he figures he is worth 
more to his family dead than alive. So 
he uses a pistol or cyanide to reestab- 
lish the family fortune. 

“While this has not materially injured 
the immense business of the companies, 
such cases have been very noticeable, 
and are felt. There is no way on earth, 
you see, to figure mortality percentages 
with suicide.” 

Mr. Ayres stated that during the past 
four or five months there has been a 
decrease of from 10 to 12 percent in 
borrowing on life insurance policies. He 
considers this an indication of improved 
general conditions. While he is not 
over-optimistic he expressed the belief 
that business is notably better than at 
this time a year ago. 

Mr. Ayres also spoke to 300 agents 
in Kansas City, Mo. K. C. Ringer, 
supcrintendent of southwest agencies; 
J. H. VanHorn, supervisor, and H. 
Stringer, supervisor, attended the Kan- 
sas City meeting. 











Linton Addresses Boston 
Men at Annual Dinner 


President M. Albert Linton of the 
Provident Mutual Life Wednesday eve- 
ning of this week delivered before the 
Boston Life Underwriters Association 
the same address he made at the annual 
meeting of the Life Presidents Associa- 
tion. This was the annual dinner of the 
Boston asociation. Mr. Linton’s address 
is oe extensively elsewhere this 
week, 


Columbus Mutual Changes 
Disability Benefit Provisions 








The Columbus Mutual has come out 
with its disability program effective Jan. 
1. Monthly disability income has been 
reduced from $10 to $5 per month per 
$1,000. Maximum age at which the 
benefit will be issued is 50, instead of 
54 as formerly and the benefit will be 
canceled on the policy anniversary near- 
est age 55, instead of 60. Income will 
cease at maturity of an endowment in- 
Stead of being continued as formerly. 
_ The limit of income is $125 a month 
mstead of $250 as before, including 
other disability insurance in force with 
the company, and the total upon which 
mcome disability will be issued is $25,- 

The waiting period is six months. 
Income payable covers the sixth month 
and thereafter. Disability income will 
not be issued in connection with poli- 
cies for less than $2,000 unless appli- 
cants have other disability protection 
with the company. 

he maximum of annual benefits 
under the disability income clause is 
$3,000, including disability income and 





premiums waived. For men the mini- 
mum policy issued with waiver will be 
$500 and the maximum $50,000 and the 
maximum premium waived will be $3,000 
annually. Age limits are the same as 
for disability income. 

No disability income will be issued to 
women, but only waiver, to single, self- 
supporting women, with age limits the 
same as for men. Rates for the waiver 
benefit have been increased. Rates for 
the disability income benefit have been 
decreased, but due to the reduction of 
benefit this amounts to a higher rate. 


Whatley on Eastern Trip 


S. T. Whatley of Chicago, manager of 
the Aetna Life, who has been elected 
vice-president in charge of the agency 
department, attended the meeting of the 


Association of Life Insurance Presi- 
dents in New York City last week. 
From there he went to Hartford to 


spend a few days at the head office. The 
Aetna Life managers in New York and 
some of those in nearby cities went to 
New York to meet Mr. Whatley on his 
visit there. 


Two Seek Livingston Post 


DETROIT, Dec. 15.—John R. Walsh 
of the Milton L. Woodward general 
agency of the Northwestern Mutual 
Life and T. F. Gaffney, head of the 
Gaffney agency and former vice-presi- 
dent and general manager of the Title 
Guaranty & Casualty of Detroit, both 
prominent Democrats, are going out ag- 
gressively after the Michigan insurance 
commissionership with the aid of their 
friends and associates. Governor-Elect 
Comstock has given no intimation as 
yet of his plans for appointment of a 
commissioner. 


Thurman Addresses Students 


E. B. Thurman, general agent of the 
New England Mutual in Chicago, ad- 
dressed the commerce assembly of the 
Chicago Central College of Commerce 
Dec. 13 on “Modern Trends in Life 
Insurance.” He discussed the various 
interests of parties in a life policy and 
then made the point that the increased 
usages to which policies are put have 
caused an increase in cost because of 
the demand on companies to maintain 
more liquid condition, with the result- 
ing lower return from investments. 

Charity Case Gets $6,000 

A peculiar instance of how life in- 
surance relieves poverty occurred in 
Chicago this week. A mechanic from 
Haileyville, Okla., went to Chicago and 
asked the police to help him find the 
estranged wife of his recently deceased 
boss. She had located in Chicago with 
her 6-year-old son and her husband had 
been accidentally killed and had left a 
$6,000 life insurance policy in her name. 
After an investigation of relief station 
records the woman with her son and 
mother was found in a poorly furnished 
room and was informed of the $6,000 
insurance. 


Bradshaw Heads W. O. W. 


De Emmet Bradshaw was elected na- 
tional president of the Woodmen of the 
World at a special session of the sov- 
ereign camp in Omaha to succeed the 
late W. A. Fraser. Mr. Bradshaw has 
been general attorney of the Woodmen 
of the World since 1916. He was nomi- 
nated for the national presidency by 
United States Senator Sheppard of 
Texas, who had himself been mentioned 
as a candidate. 

In his speech of acceptance, Mr. Brad- 
shaw expressed regret that the mem- 
bership has declined to 331,758 and he 
said that attention must be given to 
getting an increase. The special ses- 
sion was attended by 175 delegates. 


George Pease, for the past two years 
with the Harry Stanley agency of the 
Equitable of Iowa at Wichita, Kan., has 
been promoted to the sales promotion 
department at the home office in Des 
Moines. 











1. Sound, liquid financial con- 
dition based on years of 
conservative financial pol- 
icy. 

2. Complete line of policy 
contracts. 

a. Participating. 
b. Non-participating 
c. Guaranteed Premium 


Reduction with divi- 
dends after tenth year. 














EFFECTIVE 
EQUIPMENT 











3. Organized sales presenta- 
tion on many policies. 


4. Particularly strong equip- 
ment on life insurance as an 
investment. 


5. Excellent correspondence 
course. 


6. Schools of instruction in the 
field conducted by Home 
Office men. 


7. Low ratio of rejection. 
8. Non-medical. 
9. Substandard service. 


Low net cost. 
Age limits—birth to 65. 


Mail advertising — "To 
Pave the Way.” 


Effective equipment counts for a lot in these 
days of keen competition for sales. 


Consider the above outstanding advantages 
to which—in keeping with NwNL's reputation 
as a sound, progressive company that holds 
the needs and interests of its fieldmen para- 
mount—every NwNL fieldman can lay claim 
as a part of his “effective equipment." They 
do help make sales. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O J ARNOLD. passiocnt 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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THE ARMY OF REGRET 


Every town of any size has its own. 


It is composed of those 
elderly men and women 
who are compelled to turn 
to others for support. 


Their regret comes of a 
realization that they 
could have acquired an 
old age competency for 
themselves had they be- 
lieved in the value of life 
insurance in their earlier 
days. 
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POLICYHOLDER’S NATIONAL 


» » LIFE INSURANCE COMPANY * « 
SIOUX FALLS, SOUTH DAKOTA 





PENING NEW STATES FOR CAPABLE 
MEN WITH STATE OR DISTRICT AGENCY 
EXPERIENCE. EXCELLENT OPPORTUNITY 
FOR ADVANCEMENT. LIBERAL AGENCY 
CONTRACT, SPECIAL POLICIES. 


For Full Particulars 
WRITE S. H. WITMER, AGENCY VICE PRESIDENT. 




















Financial Independence 








Week Seen as Challenge 





A challenge to life underwriters of 
the United States and Canada is seen 
by company and organization officials 
in the proposed educational campaign to 
be conducted April 17-22, devoted to 
“Financial Independence Through Life 
Insurance.” The committee of the Life 
Agency Officers Association headed by 
H. M. Holderness is planning nation- 
wide publicity, and the Life Agency Offi- 
cers of Canada will cooperate fully in 
the movement. The period has been 
selected as one which is most desirable 
from the standpoint of uniform action 
and cooperation of all life underwriters 
in both countries. 

The campaign will be devoted to 
spreading the word of the fundamentals 
of financial and economic independence 
found in life insurance, and the inherent 
stability of the institution. 

It is hoped and believed that observ- 
ance of the movement will induce en- 
thusiasm and stimulate added effort for 
months to come, in its cumulative ef- 
fects. 

Efforts Are Concentrated 


“Life Insurance Day” in thrift week 
was set for Jan. 21, special emphasis 
being placed on the influence of life in- 
surance as a factor. in the economic life 
of the people. The importance of life 
insurance is too significant, and the ex- 
penditure of effort and money too great 
to warrant the restriction of these activi- 
ties to a single day, the committee be- 
lieves. Therefore life insurance has 
withdrawn its active support 1rom the 
program of the national thrift commit- 
tee, and “Life Insurance Day” will be 
omitted from thrift week. Life insur- 
ance, however, will not be omitted from 
the message of the national thrift com- 
mittee. 


Discuss Model Life Company 


A subject which promises in future 
meetings of the Chicago Actuarial club 
to develop much interesting discussion 
and valuable material—the actuarial 
problems in the step-by-step organiza- 
tion and development of a model. life 
company, was inaugurated at the meet- 
ing Dec. 13. Members also discussed 
reinsurance of excess lines—life, dis- 
ability, double indemnity, family income, 
etc. President W. O. Morris, of the 
North American Life, was in the chair. 
The next meeting probably will be 
Jan. 17. 





Production in November 
20.7 Percent Below 1931 








NEW YORK, Dec. 15.—New life in- 
surance production for November was 
20.7 percent less than the same month 
of last year, according to figures issued 
by the Life Presidents Association. For 
the first 11 months the total is 16.1 per- 
cent below last year. Group insurance, 
the only class showing an increase for 
November, was 26.8 percent ahead. 

The total new business of all classes 
for November was $671,242,000 against 
$846,617,000 in November, 1931, a de- 
crease of 20.7 percent; new ordinary in- 
surance, $450,098,000 against $587,678,- 
000, decrease 23.4 percent; industrial, 
$184,882,000 against $230,344,000, de- 
crease 19.7 percent; group $36,262,000 
against $28,595,000, increase 26.8 per- 
cent. 

For the eleven months, the total new 
business for the companies reporting 
was $8,362,505,000 against $9,967,816,000, 
decrease 16.1 percent; ordinary, $5,480,- 
771,000 against $6,737,465,000, decrease 
18.7 percent; industrial, $2,322,403,000 
against $2,535,392,000, decrease 8.4 per- 
cent; group, $559,331,000 against $694,- 
959,000, decrease 19.5 percent. 

Dr. S. S. Huebner’s book, “Economics 


of Life Insurance,” can be obtained from 
The National Underwriter. $2.50. 





New England Mutual onal 
Three New General Agent; 


HOUSE TAKES HARTFORD POsr 


Klous Heads New Utica Agency— 
Sper<c to Indianapolis, Suc- 
ceeded by Lapp 


The New England Mutual Life has 
appointed W. W. House to succeed 
Vice-president George L. Hunt as gen- 
eral agent in Hartford. Mr. Hunt 
brought Mr. House into the business in 
1929, and he is wholly a product of the 
training system of the company. When 
Mr. Hunt resigned the agency a year 
ago to become vice-president at the 
home office, Mr. House was made direc- 
tor of sales. 

Mr. House is a native of New Britain, 
Conn. and a graduate of Yale, 1913. As 
an undergraduate he planned to go into 
export selling, and with that thought 
in mind he made a special study of 
Latin-American history under Senator 
Bingham, then a member of the Yale 
faculty. 

For some years Mr. Howse was in 
manufacturing businesses, as purchasing 
agent, as salesman and finally as pro- 
prietor. Since entering life insurance 
three years ago he has made an excel- 
lent record, both as an agency organizer 
and as a leader of his men. He is first 
vice-president of the Hartford Life Un- 
derwriters Association. 


Klous Gets Utica Appointment 


The New England Mutual opens a 
general agency in Utica, N. Y., with L. 
D. Klous as general agent. Mr. Klous 
is one of the best known insurance men 
of Utica. His entire business life of 22 
years has been spent in that city. Here 
he began his insurance career in 1910, 
as a salesman for the Aetna Life. He 
was promoted through the organization, 
becoming general agent in 1927. 

Mr. Klous was born in New York 
City, and was educated at Trinity and 
Dwight schools, and later he attended 
Pennsylvania Military College. Imme- 
diately after leaving college he removed 
to Utica, and at once took a prominent 
position in insurance, organizing in 1911 
the asociation of life underwriters, He 
served as president in 1915. 


Lapp General Agent at Decatur 


E. M. Spence, general agent of the 
New England Mutual Life at Decatur, 
Ill, has been transferred to Indianap- 
olis, where he has been made supervisor 
of the W. H. Meub agency. H. Drew 
Lapp becomes general agent in Decatur. 
Mr. Lapp has had 20 years’ life insur- 
ance experience in IIlinois. Recently he 
has been living in Chicago and work- 
ing through the state as an independent 
broker, giving a considerable part of 
his business to G. Swanson, New 
England Mutual general agent in Chi- 
cago. Mr. Lapp was born in Quincy, 
Ill., in 1887, and lived there until 1916. 


McKinley & Price to Move 


McKinley & Price, attorneys for the 
Old Colony Life of Chicago in the re- 
cent receivership action, are preparing 
to move about Jan. 1 from the Old Col- 
ony Life building, 166 West Jackson 
boulevard, to 33 North LaSalle street, 


Part of Day’s Fine Remitted 


Federal Judge Reeves at Jefferson 
City, Mo., has released Darby A. Day, 
formerly well known in the life insur- 
ance field, from payment of $1,500 of 
$2,500 fine assessed against him follow- 
ing his conviction on a charge of using 
the mails to defraud in connection with 
the operation of the Chicago Fidelity & 
Casualty and affiliated companies. Mr. Day 
paid $1,000 of the fine immediately and 
was given 30 days to pay the balance. 
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Mutualization of 
Illinois Life Up 


(CONTINUED FROM PAGE 5) 


ance company, the capital for which has 
already been raised and absolutely ready 
to be paid in. The purpose of this com- 
pany is to reinsure the outstanding busi- 
ness of the Illinois Life on terms most 
advantageous to our policyholders. 

“9 Immediately, upon the approval 
by the receiver and the honorable court 
of the reinsurance contract, between the 
Mutual Life Insurance Company of IIli- 
nois, and the receiver to then mutualize 
the company and dissolve the capital 
stock of the stock company. 

“3. By and with our policyholders 
consent, (which they should and will 
gladly give) to set over to surplus or a 
contingency reserve fund, five percent 
of their unimpaired reserves and therebv 
giving to our policyholders, who are the 
real losers, every and all opportunity for 
every and all earnings of the Mutual 
Life Insurance Company of Illinois. 


Belongs to Policyholders 





“The Illinois Life as you know, is a 
valuable property and in the .light of 
what has happened, it belongs to its 
policyholders and rightly so and not to 
some other life insurance company, 
either mutual or stock. 

“If that $150,000,000 of life insurance 
on the Illinois Life books is reinsured 
by any other company, by or through 
any other process, it will be done abso- 
lutely because such reinsuring company 
will naturally make money for them- 
selves or at least expect to, or else the 
Illinois Life will never be reinsured. It 
will be liquidated instead. If that $150,- 
000,000 of business in force on the IIli- 
nois Life books will make money for 
some other life insurance company, then 
it should make money for the men and 
women who have lost their money—viz: 
our policyholders. 

“It is necessary under the laws of the 
state of IlKinois, in order to mutualize 
a life insurance company, first—a stock 
company must be organized. 

“The men who have raised the capital 
for the stock of the Mutual Life Insur- 
ance Company of Illinois, and are ready 
to pay it in, are in our opinion worthy 
of the confidence of yourself and your 
policvhoiders. 

Directors or Trustees 


“The directors or trustees, who will 
serve on the board of the proposed Mu- 
tual Life Insurance Company of Illinois, 
we are assured and have reasons to be- 
lieve will be a credit to the company 
and will lend added prestige to you and 
to us in our respective communities. 

“We believe that as a result of this, 
the Mutual Life Insurance Company of 
Illinois, will enjoy a higher degree of 
confidence of its policyholders and the 
insuring public than the Illinois Life 
ever enjoyed because any life insurance 
company whose principles are right and 
their motives high, is an _ invincible 
company. 

“It is our opinion that the most im- 
portant and profitable thing that you 
could do would be for you, together 
with every other individual agent or gen- 
eral agent of the Illinois Life, who is 
conscious of their responsibility to their 
policyholders and who are interested in 
the preservation of their renewal inter- 
est to meet with this organization next 
Saturday morning, Dec. 17 at 10 a. m. 
sharp, at the Palmer House in the city 
of Chicago. 

Utmost Importance 


“This is of utmost importance to all 
concerned because if the Illinois Life is 
reinsured by some other life insurance 
company to whom all earnings will re- 
vert and by which your own renewals 
will be absolutely lost, because it is not 
Customary to pay renewals under such 
reinsurance circumstances. 

“At our meeting Dec. 17, a contract 
will be given you by the organizers of 





the Mutual Life Insurance Company of 
Illinois, by which the present Illinois 
Life contract will be recognized, ac- 
cepted and your renewals paid in ac- 
cordance with its terms, by the Mutual 
Life Insurance Company of Illinois, 
through which in our opinion your pol- 
icyholders will be better served and 
your reputation with them conserved; 
though you may prefer to represent 
some other life insurance company, you 
will receive your renewals just the same. 

“There is not a member of this as- 
sociation, who has hopes or aspirations 
to be an officer of the Mutual Life In- 
surance Company of Illinois. We have 
simply banded ourselves together for 
the reasons set out herein and sincerely 
extend to you herewith an invitation 
to join forces with us and to extend the 
facilities of this association to you, for 
the mutual protection of all concerned. 


Urged to Attend 


“Wire the above association at the 
address shown, immediately upon receipt 
of this letter that nothing will stop you 
from attending this all important meet- 
ing in order that proper conference 
plans may be made.” 

General Davis has sent a communica- 
tion to all policyholders, requesting pa- 
tience until the best course can be de- 
cided upon. He urges the payment of 





posited in a separate fund. He states 
that applications for cash as loan values 
on surrendered policies cannot be con- 
sidered and he asks that such applica- 
tions not be submitted. 

It is too early, the receiver states, to 
express an opinion as to the condition 
of the company. Audits are being made 
and inventory of assets compiled. When 
this work is completed a report will be 
made to the court and policyholders 
will be advised. 


Linton Attacks Theory of 


the Pure Protectionists 





(CONTINUED FROM PAGE 5) 


ceeds of the policy. In repaying all or 
any part of the outstanding loan the 
policyholder is making what is equiva- 
lent to a 6 percent investment of the 
highest grade, he pointed out. 

Mr. Linton pointed out that when one 
is dependent upon market values the 
emergency need for funds may coincide 
with a period of low values and great 
hardship may result. Life insurance 
values on the other hand are steady and 
dependable. The interest return is rea- 
sonable and fair and when the crisis 
comes life insurance equities stand out 





11 


above all else for their availability, 100 
cents on the dollar. 

The average American family, with 
its twin needs of pure insurance protec- 
tion and savings accumulation, according 
to Mr. Linton, finds that a life contract 
involving both features offers an ex- 
ceedingly attractive program. The pro- 
portions of protection and investment 
vary as between types of contract. 
There are many blendings of the two 
elements. Intelligent choice can be 
made only in the light of information 
furnished by the agent taken in con- 
junction with the policyholder’s own 
circumstances. 


Supervisors Entertain Managers 


NEW YORK, Dec. 15.—The New 
York City Life Supervisors Association 
was host to general agents and man- 
agers whose supervisors are members 
of the association at a dinner Tuesday 
night. Speakers were J. M. Holcombe, 
Jr., manager Life Insurance Sales Re- 
search Bureau; J. S. Myrick, manager 
Mutual Life of New York, and R. D. 
Lichtermann, production manager 
Keane-Patterson agency Massachusetts 
Mutual Life. Philip F. Hodes, assist- 
ant general agent Wells agency, Na- 
tional Life of Vermont, president of the 
association, was toastmaster. 
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JN a humble cottage a fugitive lay on a pallet, heartbroken and 


discouraged. 
and trying to swing itself from one beam to another. 


Idly he watched a spider hanging from its web 


Six times 


the spider tried and failed. “If it tries again and succeeds,” said 


the fugitive to himself, “I, too, will make another attempt.” 


On 


its seventh attempt the spider was successful. 

This fugitive was the beloved hero of the Scots, Robert Bruce. 
Taking heart from the spider's success, Bruce returned to his 
native country, and fighting like a man inspired, won victory after 
victory, finally gaining Scotland's independence by crushing the 





English in the great battle of Bannockburn. 

The flaming spirit of this hero has been immortalized by 
the poet Robert Burns who ascribes to Bruce these ring- 
ing words: 
“Scots, wha hae wi’ Wallace bled—Scot's wham Bruce has 
aften led—Welcome to your gory bed, Or to victorie!™ 


ROYAL UNION 
LIFE INSURANCE 


A. C. TUCKER 
Chairman of the Board 


COMPANY | 


DES MOINES, IOWA 


. J. SHAMBAUGH 
Premdent 


THE NATIONAL UNDERWRITER 








December 16, 1932 














THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 








Ktestonetl and New York. 
G H, Secretary; HOWARD 





ER THORP, JR. 


Published every Friday by THE NATIONAL UNDERWRITER COMPANY. Chi 
EDWARD J, WOHLGEM President: WOHL.. 


EMUT JRRIDGE, Vice-President and 
W. A. SCANLON, GEORGE C. R EDING ood O. E. SCHWARTZ, Associate 


C. M. CARTWRIGHT, M 
VERING CAR IGHT, 


DALE R. SCHILLING, Associate Editor 


PUBLICATION OFFICE, A1946 Insurance Exchange, CHICAGO. Telephone Wabash 2704 
CINCINNATI bitin. 420 E. Fourth e mS Parkway 2140. RALPH E. RICHMAN, Manager 


~' na : 
te Managers 


Life I 





a" YORK OFFICE 





EDITORIAL DEPT. 


GEORGE A. WATSON, Associate Editor 


R. B. MITCHELL, Assistant Editor 


BUSINESS DEPT. 
NORA VINCENT PAUL, Vice-President 
W. J. SMYTH, Resident Manager 


ALBERT S. CUTLER, Manager Industrial Dept. 
1015 Trenepertation BI 


DES MOINES OFFICE 
627 Insurance Exchange 
R. J. CHAPMAN, Resident Manager 


803-123 William St., Tel. Beekman 3-3958 


Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3. 1875 


SAN FRANCISCO OFFICE 
407-8 Flatiron B: ~ Race 3054 
FRANK W. BLAN t Manager 
MISS A. V. ae pein Coast Editor 


LLAS OFFICE 

O11 Seuthoenee bide Blin Tel, 2.6065 

R. - McGEHEAN, Resident Manager 
HILADELPHIA OFFICE 


ous-123.$ Broad St., Tel. Pennypacker 3706 
E. F. SMALLWOOD, Resident Manager 


DETROIT OFFICE 
Tel. Randolph 3994 
J. EDWA Resident t Manager 


SOUTHEASTERN OFFICE—ATLANTA, GA. 
204 Atlanta National Bank Building 
SETH WHITE, Resident Manager 








Subscription Price $3.00 Canada, $6.50 
In Combination with The eee tae ae Fe endl Cesulie. $5. 


Single 
nee - an $10.50 




















Member Audit Bureau of Circulations 





— 











The Voting Trust Solution 


THE statement that a voting trust for 
the majority stock of Missourt State Lire 
has been completed is an item of interest 
and is something that should have been 
done a long time ago. Had this been the 
case a lot of life insurance trouble in the 
west would have been prevented. The 
Dorsey train of failures is the most disas- 
trous that has occurred in life insurance 
since the 1870’s and had not the one-third 
interest of the Missourr State Lire stock 
been held by the InTER-SouTHERN LiFE 
and its stock in turn by the Security 
Lire or CuHIcaco there would not have 
been the inducement to speculate with 
policyholder’s funds which was the cause 
of the Dorsey debacle. The manipulation 
of life insurance company stocks is the 
cause of nine-tenths of the troubles of the 
young and growing companies. 

The companies whose integrity has been 
impaired would for the most part have re- 
tained the confidence of the life insurance 
world which is so essential to the success 
of any company had the stock control 
been kept stable and in line with the pur- 
poses and avowed intentions of their 
sponsors. It is not merely necessary that 


the majority stock of a company be trus- 
teed where there is any question of the 
stability of its control but these trustees 
must realize and accept their responsibility 
to keep uppermost the integrity of the 
position and scope of the company. Above 
all their control must not be for the sole 
purpose of profit to the stockholders nor 
must the control of the investment of the 
assets be the consideration. Where the 
control of any company is held for such 
purposes its eventual withdrawal from the 
life insurance business in inevitable be- 
cause good agents will not represent it 
and agents of other companies will warn 
prospective policyholders against it. This 
is the only blot on the record of the 
younger western and southern companies 
which have been given a good opportunity 
to attain a permanent success both by the 
life insurance world and the public at 
large. The betrayal of this confidence by 
those controlling the stock either by vot- 
ing trust or otherwise means ultimate loss 
to the stockholders themselves. Let a com- 
pany once be marked as controlled for 
these ulterior purposes, its end is already 
in sight. 


Build Up, Not Down 


“Four life insurance men are trying to 
sell me a policy and they are all knock- 
ing each other so hard that I would like 
to get some impartial advice.” This was 
one of the many telephone inquiries re- 
ceived by THE NATIONAL UNDERWRITER 
last week. “And” the inquirer added, “they 
have me going around in so many circles 
that I don’t know whether any life in- 
surance is safe or not.” 

This is another example of the busi- 
ness-hungry agent undermining the public’s 
confidence in life insurance by knocking 
companies other than his own. It is a de- 
plorable practice that must be stopped. 


When an agent needs the commission on 
a policy to pay his rent, his grocer and 
his butcher, it is difficult to convince him 
that good practices are necessary for the 
success of the business as a whole. But 
just as we have found that selling insur- 
ance as life insurance rather than as death 
insurance is more effective, the same is 
true of selling companies. Knocking 
doesn’t sell, knocking undermines confi- 
dence. Business is secured by demon- 
strating what life insurance will do for 
a prospect and not by trying to convince 
him of the trouble he will have if he in- 
sures in some other company. A good 





PERSONAL SIDE OF BUSINESS 





“Fallen Oak” is the title cf a song re- 
cently published by the White-Smith 
Music Publishing Company, the author 
of the words being Jay G. Sigmund, 
vice-president of the Cedar Rapids Life, 
and the writer of the music 
Crawford, who is a daughter of Dr. G. 
E. Crawford, former medical director of 
the Cedar Rapids Life and a sister to 
Dr. Jennings Crawford, the present 
medical director. 

The song recently made up part of a 
program of Miss Carwford’s composi- 
tions, which was rendered before the na- 
tional convention of the League of 
American Pen Women in Washington, 
D. C. It was also made part of a pro- 
gram that was rendered before the Pol- 
ish embassy. Miss Crawford is pro- 
fessor of piano in the music department 
of Coe college at Cedar Rapids. 


Vash Young, author of “A Fortune 
to Share” and “Let’s Start Over 
Again,” will be the guest speaker at the 
annual meeting of the Franklin Typo- 
thetae of Cincinnati the evening of Jan. 
14, to which all members of the Cincin- 
nati Life Underwriters Association have 
been invited, inasmuch as Mr. Young 
is an agent of the Equitable Life in 
New York City and well known in in- 
surance circles throughout the coun- 
try. 

K. M. Sacks, agency manager of the 
Equitable Life in Chicago, in Febru- 
ary will reach the 25-year mark of resi- 
dence in this country. He was born in 
Lithuania and when still a youth moved 
with his parents to a point only about 
50 miles from Capetown, Africa, where 
he was educated and lived for many 
years. He has a brother and sister now 
living in Capetown whom he has not 
seen for nearly 20 years, Capetown be- 
ing almost exactly half way around the 
world from Chicago, the trip there and 
back requiring at least 50 days. 


Walter F. Keene, insurance examiner 
for the state of Washington, died at 
Seattle at the age of 54 after an ill- 
ness of several months. About two 
months ago he underwent an operation 
and had been in the hospital since. He 
had been in the Washington depart- 
ment since 1911, prior to that having 
been in the W. J. Landers general 
agency and before that had been con- 
nected with the Lion and Imperial. 


R. Leighton Foster, insurance super- 
intendent of Ontario, who has attended 
the meetings of the National Conven- 
tion of Insurance Commissioners relig- 
iously, seemingly will no longer have a 
monopoly on Canadian attendance at 
these gatherings. B. A. insur- 
ance superintendent of Quebec, has been 
breaking into the United States ram- 
parts. He attended the meeting in New 
York December of last year. He went 
with the commissioners on their pilgrim- 
age through Texas in October and last 
week he joined Mr. Foster in represent- 
ing the Canadian organization in New 
York. 


T. C. Thompson, former mayor of 
Chattanooga and now manager there 
for the National Life of Vermont, has 
been awarded the Kiwanis Club emblem, 
which is bestowed each year on the 
citizen of Chattanooga who is deemed 
to have rendered the people of his city 
the greatest service. Fed Brown, chair- 
man of the award committee, recalled 
that Mr. Thompson had fostered the 
commission form of government and 
was the first mayor under the system, 
that he rendered unselfish and effective 








salesman takes his product above com- 
petition by creating confidence in his 
and his company’s ability to serve his 





customer to the latter’s best advantage. 


ne 


service during the war, that he has beep 
interested in the welfare and progress 
of Negroes, that he has accelerated child 
welfare work and as a member of the 
Civitan club sponsored the construction 
of the children’s hospital. 

F. B. Mead, executive vice-presiden: 
Lincoln National Life, was elected vice- 
president of the Hoosier Salon Patrons’ 
Association at a recent meeting in Chi- 
cago. 

The Hoosier Patrons is an organiza- 
tion interested in sponsoring Indiana 
art and artists and offers various prizes 
and awards yearly for those Indiana 
artists eligible. Mr. Mead, always ac- 
tively interested in art, has a number of 
noteworthy collections himself, includ- 
ing one of Chinese porcelains and pot- 
teries representing most of the types 
produced since the earliest time Han 
down to the Chien-Lung period. 

Frederick H. Johnston, vice-president 
of the Prudential, will retire from active 
duty Dec. 31. Mr. Johnston entered the 
employ of the company June 25, 1894, 
and prior to assuming his present posi- 
tion as vice-president in charge of act- 
uarial and statistical departments, had 
served as assistant and associate actuary. 


Robert N. Waddell has resigned as 
head football coach at Carnegie Insti- 
tute of Technology to devote his entire 
time to his insurance work in Pitts- 
burgh. He is general agent there for 
the Fidelity Mutual Life and former 
president of the Pittsburgh Association 
of Life Underwriters. He had been head 
football coach at Carnegie for 12 sea- 
sons. 


Henry Reichgott, vice-president of 
the Missouri State Life in charge of its 
group department, has been in Chi- 
cago consulting with Branch Manager 

. A. De Lapp. 


Dr. John L. Davia, formerly medical 
director of the Union Central Life, died 
a few days ago at his home in Los 
Angeles. He had been in the California 
city for 25 years. He was 79 years of 
age. 


C. W. Brandon, founder of the Co- 
lumbus Mutual Life, celebrated his 74th 
birthday anniversary Monday. An- 
nouncement was made that in an li- 
month campaign closing on Mr. Bran- 
don’s birthday, the field force of the 
Columbus Mutual had written $3,700,- 
000 in new business. 


Col. A. P. Osborne, manager for the 
Royal Union Life in Kansas City, cele- 
brated his 25th year of continuous serv- 
ice with the Royal Union with a dinner 
to his agency staff. B. M. Kirke, secre- 
tary and field manager, and W. D. Hal- 
ler, vice-president and actuary, partici- 
pated, and Col. Osborne was presented 
a silver loving cup commemorating the 
occasion. Col. Osborne is not only 
manager of the Royal Union’s largest 
agency, but he is also one of the com- 
pany’s principal stockholders, a men- 
ber of the board of directors and of the 
executive committee. 


The staff of the Minnesota Mutual 
Life is producing this month in honor 
of E. W. Randall, chairman of the 
board, who this year is completing 25 
years in the service of the Minnesota 
Mutual. Earlier in the month Mr. Ran- 
dall was confined to his home with 
bronchitis, but is now back at work. 

William Alexander, veteran secretary 
of the Equitable Life of New York, is 
one of the regular attendants at the 
meetings of the Association of Life In- 
surance Presidents. He sits up near 
the front and religiously listens to every 





paper. He is usually the first man in 
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the meeting room, at the beginning of 
the session and stays until the adjourn- 
ment is taken. Mr. Alexander was of- 
jered the position of correspondent at 
the home office of the Equitable in 1870 
after he had completed his education at 
the University of Virginia and the po- 
sition was accepted. The offer came 
fom Henry B. Hyde, who was then 
vice-president. He was elected assistant 
secretary in 1871 and in 1880 was chosen 
secretary, having filled that office ever 


since. 


C. A. Moore, president Liberty Life of 
Topeka, Kan., who is also president of 
the Kansas Cooperative League, to- 
gether with about 150 members of the 
jeague has completed a most successful 
tour of the state in a campaign to in- 
terest Kansans in Kansas proaucts. At 
Wichita 2,400 persons attended an all- 
Kansas products dinner. 

Others on the tour were C. L. Brown, 
president United Life, Salina; J. A. 
Allen of Chanute, president Victory 
Life, Topeka; G. G. Moore, president 
National Reserve Life, Topeka; W. J. 
Bryden, secretary-general manager Vic- 
tory Life; H. K. Lindsley, president of 
the Farmers & Bankers, Wichita; Hugh 
Duff, president, Pioneer National Life, 
Topeka; Ben F. Dingman, president 
Guaranteed Securities Life, Topeka; J. 
W. Greenleaf, president National Old 
Line, Wichita, and Fred Coulson of 
Abilene, president United Life. 


George Godfrey Moore, president Na- 
tional Reserve Life, Topeka, Kan., for 
several years has been building a library 
at his home. He is particularly inter- 
ested in first editions. He already has 
many volumes of great worth and is 
continually adding others to his list. 


Albert G. Niss, special agent at Fair- 
mont, Minn., for the New York Life, 





went to Chicago last week in behalf of 
a number of holders of Old Colony Life 
policies in his community to get infor- 
mation and advice from the receivers of 
that company. 


W. J. Bryden, secretary and general 
manager of the Victory Life of Topeka, 
who has been out of the office for sev- 
eral months this year due to illness, is 
again at the helm of the company. 


Signal honor has just come to A. W. 
McAlister, chairman of the board Pilot 
Life of Greensboro, in his election as 
president of the North Carolina fed- 
erated council of all social, civic and 
religious organizations. 

The friends of President Emmet C. 
May of the Peoria Life will be giad to 
learn of the improvement of Mrs. May, 
who spent six weeks in St. Francis’ hos- 
pital in her city, and is now at home 
under the constant care of a nurse. She 
is making slow progress toward recov- 
ery. 


Fred Coulson, vice-president United 
Life of Kansas, has been elected eighth 
district governor of the Rotary Inter- 
national. 


E. §S. Villmoare, Jr., son of the vice- 
president of the Kansas City Life, is 
being urged as a candidate for super- 
intendent of insurance in Missouri. The 
elder Villmoare has been prominent in 
Democratic politics and was one of the 
strong boosters for Roosevelt at the 
Democratic national convention in Chi- 
cago. 


W. F. Boggess, deputy commissioner 
of West Virginia, and Mrs. Boggess are 
recovering from injuries suffered when 
their automobile overturned near their 
home town of Ripley, W. Va. 








NEWS OF THE COMPANIES 





To Mark Golden Anniversary 


Modern Woodmen Will Celebrate Com- 
pletion of 50 Years’ Operation 
Next Month 








The Modern Woodmen on Jan. 5 will 

have completed 50 years of existence. 
On Jan. 11 a golden anniversary cele- 
bration will be held in Rock Island, IIl., 
headquarters of the order. On that day 
open house will be held for the people 
of Rock Island. During that entire 
week the officers of the executive coun- 
cil will be in session and the anniver- 
sary will be marked by ceremonies. 
_ The Modern Woodmen has insurance 
in force of nearly $1,000,000,000; it has 
paid 355,000 death and disability claims 
amounting to more than $505,520,000 
during its 50 years. The society has 
nearly 12,000 camps. The institution 
was started in Lyons, Ia., now Clinton, 
with 21 charter members. National 
headquarters were first located at Ful- 
ton, Ill, and were removed to Rock Is- 
land in 1897. 


Drive of “Loyal Legion” Is On 
The Equitable of New York devoted 
Dec. 12-17 to a drive of the so-called 
Loyal Legion,” in which every agent 
under contract Dec. 12 was to endeavor 
to sell at least one application. A silk 
and gold banner to be engrossed with 
the roster of qualifying agents will be 
Siven each agency qualifying 100 per- 
cent, and there will also be unit honor 
rolls bearing the names of qualifying 
agents. The banners are 36 inches by 
50 inches. In addition special designa- 
tions are set up, such as lieutenant for 
Production of three applications for 
$10,000; captain, five applications and 
$20,000; major, ten applications and 





$50,000, or for this volume alone regard- 
less of number of applications. 


These 





gradings are on the basis of business 
paid for by Jan. 31. 


Report on New World Life 


The report of an examination of the 
New World Life of Seattle made by the 
Washington, Oregon, California and 
Wisconsin departments says the exam- 
ination shows that the affairs of the 
company have been carefully and con- 
servatively administered, and with paid- 
in capital and surplus in excess of 
$1,750,000, the policyholders are amply 
protected. 

No default of interest or principal 
was found in any of the company’s 
bonds. City home loans, which consti- 
tute nearly 90 percent of the total loan 
account, are made under a plan whereby 
the borrower takes out a life policy to 
protect the loan. Interest past due, the 
examiners found, was almost negligible 
and amply protected by reserves set up. 
Admitted assets as of June 30 were 
$10,461,244, insurance in force $47,705,- 
768 and surplus $636,391. 


Old Lincoln Company Liquidated 


Liquidation of the Lincoln Life & 
Accident of Nebraska has just been com- 
pleted. Its entire’ business was sold to 
the Midwest Life, also of Lincoln, when 
it voted to liquidate in 1924, following 
the death of O. J. Collman, its founder. 
The final dividend of $2.45 makes the 
total payment to stockholders on their 
$100 shares $249.45 per share. 


Merger Is Proposed 


Merger of the Dixie-Atlas-Republic 
of Campbellsville, Ky., with the Income 
Life of Louisville has been proposed. A 
meeting of stockholders is being held 
this week to ratify the proposal. The 
plan fell through by which stockholders 
of the Dixie-Atlas-Republic were to de- 
posit half of their shares with the com- 

















The public's recent turn to life insur- 
ance for financial security—protection 
and accumulation has broadened a 
field of profitable pursuit. Thousands 
of men and women the country over, 
selling life insurance, report an in- 
crease in business written and com- 
missions received. 


Great Southern representatives are 
enjoying a good portion of this new 
business and increased earnings. 


Their company is prepared to offer 
these persons policies to meet every 
insurance need, at attractive rates. 
They are receiving liberal first year and 
exceptionally large renewal commis- 
sions on a contract made direct with 
the home office. 


The Great Southern is competently 
and progressively managed. Its rec- 
ord of 23 years service is one of con- 
stant growth, increasing soundness, 
and greater stability. 


You are invited to write the home 
office for complete information of our 
profitable representative contract. 





GREAT SOUTHERN 


LIFE INSURANCE COMPANY 





E. P. GREENWOOD, President 
HOUSTON, TEXAS 
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And Now— 


Monthly Premiums! 


oo profiting by 
the exceptional money-making oppor- 
tunities of our Golden Rule Contract, 
now may place Monthly Premium 
Policies, as well as those on the An- 
nual, Semi-annual or Quarterly basis. 


A Monthly Premium Depositing 
Plan is certain to be popular in times 
like these. 


Columbus Mutual Life 
Columbus, Ohio 














AS Le Rae cote aaa 


WHEN YOU SELL LIFE INSURANCE 


sect THE JOYOUS YEARS AHEAD! 


Life Insurance that matures in old age 
opens the door to travel, relaxation and 
comfort. Thousands of men and women 
are eagerly looking forward to a trip to 
Europe—paid for by life insurance. When 
you sell life insurance, sell happiness! 


Provident Mutual 
Life Insurance Company of Philadelphia 
Founded 1865 














pany for resale, the proceeds to be sent 
back to the company. The Income Life 
several months ago sought to take over 
the Lincoln Life & Accident of Okla- 
homa City, but this deal did not ma- 
terialize. 

As of Dec. 31, 1931, the Dixie-Atlas- 
Republic reported $111,504 capital, $152,- 
096 surplus, $281,688 assets and $3,077,- 
986 insurance in force. It was formed 
in 1930 by the merger of the Dixie Life 
& Accident of Nashville and the Atlas- 
Republic of Campbellsville. 

The Income Life was organized in 
1929. At the end of 1931 it reported 
capital of about $129,000. 


Capital Reduction Proposed 


A special meeting of stockholders of 
the United of Chicago has been called 
for Dec. 31 to vote on a proposal to re- 
duce capital stock from $300,000 to 
$200,000, the difference to be trans- 
ferred to surplus. This will be accom- 
plished by cutting down the number of 
25 par shares from 12,000 to 8,000. 


Yeomen Mutual Expanding 


DES MOINES, Dec. 15.—A. H. Hoff- 
man, president Yeomen Mutual Life, has 
announced the opening of general 
agencies at 16 points throughout the 
Pacific Coast states, southwest and 
midwest, including San Diego, Los An- 
geles, Oakland, Minneapolis, Milwau- 
kee, North Platte, Neb., Denver, Port- 
land, Seattle, Kansas City, Mo., Kansas 
City, Kan., Dallas, Fort Worth, Akron 
and Fargo. 

George Wall, secretary, states that 
further general agencies will be opened 
in the near future, carrying out a pro- 
gram in 1933 on a much more extensive 
basis than in 1932. P, A. Starke and V. 
M. Shewbert, recently named superin- 
tendent of agencies and assistant su- 
perintendent of agencies respectively, 
will be active in this program. 


Liberty Life Gains 
The Liberty Life of Topeka continues 
to show gains in business written over 
the same period in 1931. As of Dec. 1 
this year the issued business is 35 per- 


cent more than for eleven months last 
year. 


Elkhart National Explanation 


Secretary E. J. Short of the Elkhart 
National Life of Elkhart, Ind., objects 
to an article that was published in a re- 
cent issue in which it was stated that 
promoters had taken advantage of the 
situation in northern Indiana to organ- 
ize “pocket reserve” life companies on 
the stipulated or assessment plan. Mr. 
Short states that the Elkhart National 
Life is regularly incorporated as a mu- 
tual life company under chapter 195 
of the act of 1897. He declares that 
the company is not in the hands of 
promoters and it is not a “pocket re- 





serve” life company. THE Natioxy, 
UNDERWRITER had no intention of refer. 
ring to any company whatever and cer. 
tainly had no intention of reflecting op 
the Elkhart National Life. No com. 
pany was mentioned in the article. 


Farmers & Bankers Increase 


The Farmers & Bankers Life of 
Wichita, Kan., reports that its written 
business for November this year shows 
a substantial increase over the results of 
November, 1931. 

Starting in August this year the com- 
pany’s new sales have shown an ip- 
crease each month over the same per- 
iod last year. For the past three and 
a half months the new sales are 154 
percent greater than for this time last 
year. 

For 1932 to date the new business 
written is only 4 percent less than for 
11 months of last year. 


Morgan Joins Bankers Reserve 


NEWARK, Dec. 15.—Robert Morgan, 
eastern supervisor for the North Ameri- 
can Life of Chicago, with headquarters 
here, has joined the Bankers Reserve 
of Omaha in a supervisory capacity of 
the territory east of the Mississippi with 
headquarters in Pittsburgh. 


Regular Dividend Declared 


The Great-West Life of Winnipeg 
has declared its regular quarterly divi- 
dend of 5 percent payable Jan. 2, to 
shareholders of record Dec. 20. 


P. H. Young in Ohio 


Pearce H. Young, superintendent of 
agents of the Central Life of Iowa, is 
on a trip to Ohio visiting agencies 
established in Cleveland and Canton. 
The agency in Canton, under R. Z. 
Staudt, will have an educational confer- 
ence while Mr. Young is there. 


Mutual Relief Life Promotions 


The Mutual Relief Life of Canada has 
made the following promotions: W. R. 
Hitchins, formerly actuary, appointed 
assistant general manager and actuary; 
W. T. Fortye, formerly secretary-treas- 
urer, appointed assistant general man- 
ager and secretary; W. P. Black, for- 
merly chief clerk of the agency depart- 
ment, appointed superintendent of 
agencies. 


“ Wells Made General Attorney 


President Bradshaw of the Woodmen 
of the World has named Rainey T. 
Wells of Murray, Ky., to succeed him 
as general attorney. Mr. Wells has 
been chairman of the Kentucky state 
tax commission for several years, is 4 
member of the state senate and a direc- 
tor of the Woodmen. 


The North American Life of Toronto 
has appointed V. X. McEmaney super- 
visor of education. 








_AS SEEN FROM NEW YORK 





CONTINENTAL AMERICAN LUNCHEON 


To announce formally the accession 
of M. J. Lauer to partnership as man- 
ager of the Hancel-Lauer agency of the 
Continental American Life in New York 
City, and to stimulate still further in- 
terest in the special drive for new busi- 
ness now being staged by that office, 
Manager Max J. Hancel gave a luncheon 
for full time representatives on the 
Furness liner, “Monarch” of Bermuda. 

Vice-President George A. Martin of 
the home office was present, as were 
several other specially invited guests. 
Mr. Hancel, in telling of the arrange- 
ment recently effected with Mr. Lauer, 
paid high tribute to his new associate’s 
ability and energy and to the excellent 
work he had performed, both in stimu- 
lating and instructing agents and in 
writing personal business. Mr. Lauer 





By R. B. MITCHELL 





went into the banking business follow- 
ing his graduation from New York uni- 
versity, but left the financial field for 
that of underwriting because of the 
greater appeal of the latter. He as- 
sured members of the agency force of 
his willingness to be of service to them 
in any way and at any time, either in 
reviewing policy contracts or in aiding 
in closing cases. 

Vice-President Martin spoke appre- 
ciatively of the loyalty of Continental 
American representatives and the pur- 
pose of its management to select for 
managership posts those who gave ev! 
dence of their ability for larger respon- 
sibilities. He paid tribute to the work 
accomplished by Mr. Lauer and pre- 
dicted that was but an earnest of still 
greater achievement. 

The holding of the luncheon on board 
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the “Monarch” of Bermuda was highly 
appropriate, in view of the fact that 
agents writing a certain quota of new 
business by Dec. 15 will be awarded a 
trip to Bermuda on this vessel. A num- 
per had already qualified at the time 
of the luncheon and others have been 
going so in the last week. 

To those who had already made their 
quotas the writing of an additional stip- 





ulated amount enabled them to take 
their- wives or other members of their 
families on the trip. 

The Hancel-Lauer agency, although 
only in operation since Oct. 3, has al- 
ready brought to the Continental Amer- 
ican a desirable and fast-growing clien- 
tele, having recently written $1,000,000 
of new business in the first 46 working 
days of its existence. 
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are with Union Central 


Named Eastern North Carolina Manager 
with Raleigh Headquarters Suc- 
ceeding R. A. Hunter 








G. Y. Ragsdale, Raleigh, N. C., has 
been appointed as manager by the Union 
Central Life for eastern North Carolina. 
Mr. Ragsdale succeeds R. A. Hunter, 
general agent since 1923, who is retiring 
from active management to become a 
personal producer but will retain his 
connection as general agent. 

Mr. Ragsdale is a native North Caro- 
linan who has spent his entire business 
career in life insurance. For the past 
eight years he has been engaged in per- 
sonal production and more lately in 
supervisory work for the New England 
Mutual. Mr. Ragsdale graduated from 
the University of North Carolina. 

Offices will be at the present location, 
800-804 Commercial National Bank 
building. E. S. Freeman, associate gen- 
eral agent, will continue in that capacity. 





Earl C. Heap 


Earl C. Heap, formerly northern New 
Jersey manager for the Phoenix Mutual 
Life, with headquarters in Newark, has 
joined the De Long agency of the Mu- 
tual Benefit Life in New York City. 


C. H. Gordon 


C. H. Gordon has been appointed 
Madison, Wis., general agent for the 
Old Line Life of Milwaukee. 


C. B. Richardson, J. W. Tyson 


C. B. Richardson, for many years gen- 
eral agent at Richmond, Va., for the 
Massachusetts Mutual Life, will retire 
Jan. 1 and will be succeeded by J. W. 
Tyson, who is to be transferred from 
Memphis, Tenn. Mr. Richardson plans 
to remain with the company and it is 
understood that he will be given the 
title of associate general agent. In re- 
cent years, his territory has covered only 
Virginia. Formerly it also included a 














| Raleigh Manager | 











G. Y. RAGSDALE 








with the Massachusetts Mutual more 


than 25 years. 


Life Agency Notes 


H. W. Palmer has taken charge of the 
Philadelphia office of the Peoria Life. He 
has had considerable life insurance ex- 
perience. 

A. L. Chavis has been named district 
manager at San Antonio, Tex., by Cra- 
vens, Dargan & Co., Texas managers for 
the Old Line Life, Milwaukee. 

A. B. Cockshaw, formerly with the 
American Surety and the National Union 
Indemnity as executive special agent 
with headquarters in Pittsburgh, has en- 
tercd life insurance work with the 
Newark agency of the Home Life. 

E. F. Paterson, formerly special agent 
for the Hardware Mutual Casualty in 
New York State, has left that field and 
entered the life insurance business with 











portion of North Carolina. He has been RR,» Ky MF — 
PACIFIC COAST AND MOUNTAIN 
Sullivan San Francisco Head| ford Henderson, Prudential; D. F. 





Equitable ef New York Manager Suc- 
ceeds Shapro as Life Underwriters’ 


President 





SAN FRANCISCO, Dec. 15.—J. A. 
Sullivan, manager Equitable of New 
York, was elected president of the San 
Francisco Life Underwriters’ Associa- 
tion at the annual meeting, succeeding 
Ben F. Shapro, who has served as 
President for 18 months. P. G. Young, 
manager Metropolitan Life, is first vice- 
President; M. L. Fairchild, manager 
Connecticut General, second vice-presi- 
dent; Harold Rose, West Coast Life, 
Secretary, and Walter Robison, Penn 
Mutual Life, treasurer. Executive com- 
mitteemen are W. J. Arnette, Fidelity 
Mutual; O. B. Bergstron, Phoenix Mu- 
tual; J. D. Burton, Northwestern Mu- 
tual; A. L. H. Gercke, New York Life; 
. Gilfillan, California-Western 
;; H. H. Harding, Aetna; Clif- 





Houston, Jr., Mutual Life; C. L. Swan- 
son, Minnesota Mutual, and W. M. Wil- 
liams, Travelers. 

The election was held in conjunction 
with an open house Christmas party and 
dance, when more than 1,200 San Fran- 
cisco life underwriters and their fami- 
lies were guests of the association in 
celebration of a “year of achievement.” 
Dr. E. L. Woodruff, Manhattan Life, 
was in charge of the affair. The asso- 
ciation enters its new year with a mem- 
bership of 600, the largest ever recorded. 


New President’s Career 


Mr. Sullivan, the new president, en 
tered life insurance with the Equitable 
in May, 1923, at Oakland. Previously 
he had been in the jewelry business in 
Oakland and San Francisco. In 1924 
he became field assistant at San Fran- 
cisco and assistant agency manager here 
in 1925. In 1929 he was appointed as- 
sistant manager at Oakland and be- 
came San Francisco manager in April, 
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Wauy is the institution of life insur- 
ance successfully riding the waves of na- 
tional financial distress? The answer is 
not good luck, vast profits, or tricky 
manipulations. . . It is so obvious, 
axiomatic, and simvle, that the average 
mind, through its tendency to search for 
obscure causes, overlooks it. 


Life insurance survives because its cor- 
ner-stone is_ scientific conservatism. 
Quick profits, speculation, guess-work, 
grasping at the merely expedient have 
no place in its methods. Life insurance 
knows that, at the bottom of the wine of 
prosperity, are the dregs of depression. 
. . « In times of plenty, it entrenches 
itself against attacks of panic. . . . It 
survives the worst because it cherishes 
the best. 


Life insurance, neither pessimist nor 
optimist, is cold, calculating science, rec- 
ognizing human frailty and nullifying its 
evils. 


AMERICAN CENTRAL Lire 





INSURANCE COMPANY 
INDIANAPOLIS, IND. 






















The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 
things— 


|. Himself 

2. His field 

3. His policy contracts 
4 


. His contract 


5. His company 


All of these are equally important. If all are 
good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


Home Office 





LIFE 


@For information address: 


A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 
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You Don’t See Many 


Financial Statements 


Like United Mutual’s 
* 


General Agents and Field Men whose eyes are open to Opportunity will do well to 
study the, financial statement of the United Mutual Life Insurance pany. No- 
tice the exceptionally sound position of the company. Funds invested in Govern- 
ment and Municipal Bonds—no stocks or real estate mortgages. It is not often 
that you see such a financial statement. 
FINANCIAL STATEMENT 
LIABILITIES 

Policy Reserves Including Surplus .$24,242,650.40 


Death Claims on which proofs have 
not been received at Home office 


apety Income Policy Claims not 


ASSETS 
Government Bonds owned 
Municipal Bond 
Special Assessment Bonds owned. . 
Industrial Bonds ed 
Railroad Bonds 


$ 257,916.44 
23,006,715.02 
None 178,196.95 


207,928.30 
ml Held to protect any fluc- 
tuation in Investment 
Reserve to pay dividends to poliey- 
holders 
Premiums and interest paid in ad- 


one 750,000.00 
193,877.90 
1,617,191.34 


435,672.06 
Nene 
zone 


Loans to Policyholders........... 

(Fully Covered by Legal Reserve) 
Home Office Building 
Other Real 
Money Borrowed from Ba 
Money Borrowed on Securities..... 
Furniture and Fixtures........ No Creait Taken 
Accrued Interest 8.244 41 
Premiums in Course of Collection. . 764,684.50 
(Premiums Due But Not Received 

on Date of Statement) 

Other Assets 


Total Admitted Assets $26,174,486.86 

We will gladly consider the applications of high-class General Agents and Field 
Men. Give complete details about yourself and your record, in your first letter. 
Your correspondence will be held in strictest confidence. 


United Mutual 


Life Insurance Company 
Harry Wade, President 
941 North Meridian St. 


470,000.00 


287,290.22 
38,420.99 


Total Liabilities ........+..-+++. $26,174,486.86 


Indianapolis, Indiana 











THE FORMULA OF SUCCESS 


IFE INSURANCE can be explained in plain, 


everyday language. The facts can be simply 
stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. 
Salesmen of integrity, ability and courage who will work 
systematically and plainly state the facts of life insurance 
service will be Masters of their craft and successful. 


Tue Murua Lire or New York, with its long history 
of increasing success, offers opportunity. It writes Annuities 
and all Standard forms of life insurance. Double Indemnity 
Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work 
as a career of broad service and personal achievement are in- 
vited to apply to 


The Mutual Life 


Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President Vice-President and 
Manager of Agencies 





1930, following the resignation of Ben 
F. Shapro. 


Lebby with Rosen Agency 


LOS ANGELES, Dec. 15.—W. E. 
Lebby, for several years manager of the 
life, accident and health department of 
the Behrendt-Levy Company of Los 
Angeles, has resigned to become secre- 
tary of the L. P. Rosen Company agency 
of Los Angeles, recently incorporated. 
L. P. Rosen is president of the agency 
and A. M. Sidman, vice-president and 
treasurer. 

Mr. Lebby is president of the Acci- 
dent & Health Managers Club of Los 
Angeles and of the California Associa- 
tion of Accident & Health Clubs, and a 
former vice-president of the National 
Association of Accident & Health 
Managers. 

C. H. Thrift succeeds Mr. Lebby with 
the Behrendt-Levy Company. He will 
also handle the compensation, aviation 
and boiler insurance of the agency. 


C. L. U. Course at Denver 


DENVER, Dec. 15.—The University 
of Denver has announced it will con- 
dost a special life insurance study 
course for C. L. U. examination prep- 
aration. Two courses will be conducted 
from January to June, one covering in- 
stallment one of the examination, while 
the other is on business law. 


Zeus’ 25 Years 


Otto L. Zeus, assistant manager of 
the Travelers in San Francisco, is this 
week completing 25 years’ service in the 
company. 

With the exception of five years spent 
in the home office Mr. Zeus has been 
with the San Francisco branch. In 
1907 he left a position as station agent 
on the Santa Fe railway to become 
cashier of the San Francisco Travelers 
office. Two years later he became 
supervising special agent in the life and 
accident departments. In 1916 he was 





promoted to assistant manager. He 
went to the home office in 1925, remain. 
ing there as assistant superintendent of 
agencies until 1930, when he returned 
to his previous office of assistant man- 
ager in San Francisco. 


Sewell Is Advanced 


James Sewell, Long Beach, Cal., dis- 
trict manager for the Jefferson Standard 
Life, has been appointed agency man- 
ager for southern California, succeeding 
Lee Cannon, who resigned to go with 
the Montana Life as Pacific Coast man- 
ager. 


Reinsures People’s Mutual 


The Washington National of Chicago 
has completed a deal for reinsurance of 
the accident and health business of the 
People’s Mutual Life, Beverly Hills, 
Cal., assessment company, which went 
into receivership for liquidation two 
weeks ago. 


Banker Is C. L. U. Speaker 


At the last meeting of the Los An- 
geles C. L. U. Chapter, of which R. F, 
Freeman, Peoria Life, is president, I. E, 
Vaughn, executive vice-president Bank 
of America, spoke on “Trusts and Life 
Insurance.” 


Hutchings With Mutual Life 


C. S. Hutchings of the Pacific Mutual 
Life’s home office agency in Los An- 
geles, formerly assistant manager under 
J. N. Russell, has joined the Los An- 
geles agency of the Mutual Life of New 
York, under F. C. Hathaway. Mr. 
Hutchings went to California 15 years 
ago from the home office of the North- 
western Mutual Life to become assist- 
ant actuary of the West Coast Life. 
Later he went to Galveston, Tex., with 
the American National as actuary and 
later agency manager of the ordinary 
department. He subsequently returned 
to California as agency manager for the 
Montana Life. 








NEWS OF LIFE 


ASSOCIATIONS 





Sales Zones System Advocated 


Hawkins Speaks at Detroit—Macauley, 
John Hancock, Elected President— 
Combine Three Groups 


DETROIT, Dec. 15.—In order to sell 
life insurance effectively in the larger 
cities these areas should be divided into 
zones, the prospects assigned to under- 
writers according to the zone in which 
they live rather than where they work 
and the agency office force should keep 
a complete check and followup file on all 
calls, Norval A. Hawkins, sales con- 
sultant, told the Detroit Life Under- 
writers’ Association here last week. 

“The hit or miss system of assigning 
prospects to agents is all wrong,” said 
Mr. Hawkins. “The zone system, 
through which all prospects are as- 
signed to salesmen covering the various 
districts in the residential section of the 
city, has worked out much more effec- 
tively for the automobile companies and 
could be made just as effective for life 
insurance companies.” 

Contacting agency forces through 
bulletins is not nearly so satisfactory 
as holding meetings every morning in 
which each underwriter is asked what 
he did and where he went the day be- 
fore and where he proposes to go today, 
he stated. 


Elect New Officers 


At the business meeting C. A. Macau- 
ley, state agent John Hancock Mutual 
Life, was unanimously elected president. 
F. J. Little, Massachusetts Mutual, was 
re-elected first vice-president; R. T. 
Smith, Travelers, was elected second 
vice-president; C. F. Hibbard, Jr., 
Northwestern Mutual, secretary, and 





Albert Steler, Mutual Benefit, treasurer. 
The new executive committeemen are 
T. F. O’Keefe, retiring president, chair- 
man; J. C. Hickey, Equitable of New 
York; F. L. Klingbeil, Prudential; H. 
B. Knaggs, New England Mutual, and 
R. E. Stringer, State Mutual. 

The plan for merging the Life Under- 
writers’ Association with the Associated 
Life General Agents & Managers of 
Detroit and the Detroit Life Insurance 
Supervisors’ Association, proposed by 
H. E. VandeWalker, American Life, 
retiring executive committee chairman, 
was adopted. A full-time secretary will 
be employed to handle and co-ordinate 
the work of the three organizations, 
which will keep their identities and will 
hold separate sessions. 

*x* * * 


Conservation Stressed by 
Thompson at Indianapolis 


Charles C. Thompson, Seattle, Wash. 
president National Association of Life 
Underwriters, spoke to over 300 mem- 
bers of the Indianapolis Association of 
Life Underwriters in Indianapolis last 
week. He was introduced by Elbert 
Storer, past president of the National 
association. Mr. Thompson stressed 
the problems involved in loans to policy- 
holders, surrenders and replacements. 
What to do about replacing policies 
which are fully loaned is a company 
problem, according to Mr. Thompson, 


but seeing that whatever is done is done 


by the original writing company 1s 4 
life underwriter’s responsibility. The 
grave danger from heavy loans and 
surrenders is not to the companies, he 
claimed, but to the policyholders. He 
recommended continued sales emphasis 
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on living values in life insurance but 
urged that they be maturity values and 
not immediate surrender values. 

Mr. Thompson presented the charter 
to the Indiana chapter of Chartered Life 
Underwriters, which has 21 members. 
L. T. Boyd, Kokomo, was elected presi- 
dent of the chapter, with H. E. Nyhart, 
Indianapolis, vice-president, and P. W. 
Kistler, Indianapolis, secretary-treasurer. 

* ¢ 6 


Nashville, Tenn.— The “red” ticket 
neaded by R. C. Green, Equitable of New 
York, was victorious over the “blue” 
ticket, led by A. H. Smith, Northwestern 


Mutual,-in the annual election. Walter 
Stokes, New York Life, becomes vice- 
president; Hugh Knox, Mutual Life, 


second vice-president; Miss Nellie Roche, 
Massachusetts Mutual, secretary-treas- 
urer. The executive committee includes 
A. W. Litz, R. W. Creighton, Provident 
Mutual; Hooper Matthews, Sun Life; Nel- 
son Burton, Life & Casualty, and John 
Witherspoon, Pacific Mutual. 
* * * 

Des Moines.—Jesse A. Todd, Oklahoma 
City, president Oklahoma association, 
spoke Dec. 3 He has been general agent 
for the Central Life of Iowa in Okla- 
homa City for a number of years. 

*x* * 

Little Rock, Ark.—James Rutherford, 
assistant general agent Penn Mutual 
Life, was elected president at the annual 
meeting Dec. 12, succeeding R. M. Wil- 
liams, John Hancock Mutual. Vice-presi- 
dents are Ben R. Hamilton, Pyramid Life, 
and O. J. Massey, John Hancock Mutual 
Life; secretary, Foster A. Vineyard, 
Aetna Life. 

Commissioner A. D. Dulaney reviewed 
the meeting of the National Convention 
of Insurance Commissioners. 

* * * 

Tulsa, Okla.—All officers chosen last 
June were reelected, following a change 
in the fiscal year, making it start Jan. 1 
instead of June 1. R. E. Seever, Travel- 
ers, is president, J. K. Taylor, Equitable 
of New York, vice-president, and J. A. 
Denning, Prudential, secretary-treasurer. 
Directors are R. A. Hittson, Massachu- 
setts Mutual; H. A. Luckhardt, Equita- 
ble of Iowa; L. B. Stark, American Life 
of Detroit; W. L. Ditzler, Penn Mutual; 
Floyd Shurtleff, Bankers Life of Iowa; 
c. F. Hadley, Prudential, and Harry 
Emmert, Northwestern Mutual. 

*x* * * 

Ottawa, Can.—-At the annual meeting 
these officers were elected: President, 
D. W. Morphy; first vice-president, J. A. 
Beassejour; second vice-president, P. A. 
8. Todd; secretary-treasurer, H. a. Wet- 
more, executive committee, Howard 
Gardner, W. L. Phelan and C. R. Hall. 

* * * 

Oklahoma City— The program last 
week was provided by the Tulsa asso- 
ciation. The theme, “Life Insurance as 
an Investment,” was introduced by W.S. 
Symonds, Travelers. A comparative an- 
alysis of life insurance and other invest- 
ments was presented. E. W. Thornton, 
Travelers, gave an economic review of 
the past 25 years, including a specific 
history of the shrinkage of investment 
values. President R. E. Seever, Travel- 
ers, of the Tulsa association, gave an 
illustrated talk on the relative merit of 
life insurance as compared with other 
investments. 

*x* * * 

St. Louis—Henry E. North, third vice- 
president Metropolitan Life, was the 
principal speaker at the December meet- 
ing on “Modern Selling.” 

* * * 

Colorado—President C. C. Thompson of 
the National association addressed the 
monthly meeting Tuesday evening in 
Denver. 

*x* * * 

Jackson, Mich.—Members of the Jack- 
Son association provided their own 
speaking program at the December 
meeting. C. J. Spraks talked on “Con- 
tinued Safety of Life Insurance,” A. M. 
McGee on “Conserving Mortgaged Poli- 
cies,” Leonard Holt on “Soundness of 
Competing Companies,” and B. J. Engle 
on “The Reconstruction Finance Corpo- 
ration and Life Insurance.” Mr. Engle 
brought out that life companies have 
borrowed less than .011 of 1 percent of 
their asset values from the R. F. C. The 
annual meeting will be held Jan. 10. 


* * * 

Wheeling, W. Va.—J. S. Drewry, Cin- 
cinnati general agent Mutual Benefit 
Life, speaking at the regular monthly 
meeting, said every legal reserve life 
company is 100 percent solvent today 
and has met every financial demand 
asked and expected by policyholders. He 
told of the services life insurance ren- 
ders to the insured, in that a policy not 
only guards the wife and children of the 








Texas Life Men Divided as 
to the Commissionership 








The various life underwriters associa- 
tions in Texas are busy these days 
adopting resolutions in favor of differ- 
ent candidates for life insurance com- 
missioner in that state. The Southwest 
Texas association with headquarters in 
San Antonio has adopted a memorial 
in behalf of Robert Daniels of Victoria, 
a former commissioner. 

The Houston association some time 
ago endorsed Guy MacLaughlin, man- 
ager for the Franklin Life of Spring- 
field, Ill., at Houston. Now the Fort 
Worth association has come out for 
Mr. MacLaugbhlin. 

Mr. MacLaughlin states, if appointed 
commissioner, he will devote much at- 
tention to the twister. “The commis- 
sioner, a good lawyer, but a man with- 
out actual experience and knowledge of 
this form of graft,” Mr. MacLaughlin 
states, “doesn’t always know how to 
circumvent this class of exploiter and 
there are always some companies on the 
edge who are hungry for business, 
whose general agents will take the busi- 
ness and which companies will wink at. 
It is this class of company too that I 
will not approve.” 

Mr. MacLaughlin states that many 
small groups characterizing themselves 
as mutuals have sprung up. Few ot 
them have adequate reserves or are re- 
sponsible institutions, he declared. Ade- 
quate supervision and remedial legisla- 
tion are indicated, according to Mr. 
MacLaughlin. 

Mr. MacLaughlin states, that if ap- 
pointed commissioner, he will deputize 
persons in various parts of the state to 
conduct investigations and _ hearings. 
The holding of hearings in Austin on 
violations in other parts of the state 
results in ineffective supervision, he 
says. 








insured but acts as a reserve fund in 
times of economic stress. 
*x* * * 

Cincinnati—Dr. Charles J. Rockwell, 
insurance lecturer, is the speaker Friday 
of this week at the Christmas meeting. 
His topic is: “Solving the Problems of 
1933.” 

x * * 

Wisconsin—Following the announce- 
ment of plans for the organization of a 
Wisconsin association, the preliminary 
organization work is going forward. 
Abner Heald, Provident Mutual, Milwau- 
kee, is general chairman. A meeting 
will be held in Milwaukee early in Jan- 
uary to perfect the plans. 





i 
Madison, Wis.—Departing from its 
usual luncheon meetings, the Madison 


association held a dinner session. The 
Rev. A. W. Swan gave an inspirational 
talk. 

x * * 


Northern New Jersey—As the annual 
dinner of the Fidelity Union Trust Co. 
will be held in January in Newark, the 
association’s meeting will be omitted for 
that month. The next meeting will be 
held the second Monday in February. 

*x* * * 

Kansas City, Mo.—C. C. Thompson, 
Seattle, president National association, 
spoke Dec. 12 on “Completing the Pro- 
gram.” 

x * * 

Cleveland—These new officers have 
been elected: President, C. W. Hippard, 
Northwestern Mutual; vice-president, 
BR. W. Brailey, New England Mutual; 
second vice-president, E. B. Fisher, Na- 
tional Life of Vermont; treasurer, J. H. 
Rutherford, Phoenix Mutual; managing 
director, G. H. Thobaben. New directors 
are R. A. Wesselman, New York Life, 
and G. H. Schumacher, Massachusetts 
Mutual. 

R. N. Waddell, general agent Fidelity 
Mutual, Pittsburgh, and coach of the 
Carnegie Tech football team, who has just 
resigned, spoke on “The Approach and the 
Close,” and used the football field in 


illustrating his methods. 
e @ 

Kalamazoo, Mich.—C. T. Tobin, Toledo, 
O., district manager John Hancock Mu- 
tual Life, will address the annual meet- 
ing this week. Officers will be elected. 
Ray Johnson is now president. 














60th ANNIVERSARY 


1872 »« 1932 





Founded 60 years ago this 
month. Still furnishing depend- 
able insurance protection with 
select policies that meet the re- 
quirements of the most discrimi- 
nating buyers. 


If a permanent connection in 
Ohio or New York interests you, 
write today. 


JOHN M. HULL 
President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
Buffalo, N. Y. 


FRANK F. EHLEN 
Director of Agencies 
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MEN WANTED 


General Agents—Other Agents 


A conservative expansion program starting 
in January, 1933, by an old, sound, non-par- 
ticipating middle western life insurance com- 
pany will create openings for 5 general agents 
and other agents in the middle west. Here 
is a real opportunity for men who can qualify. 


Our contracts are liberal, our policies modern. 
Agents will receive careful Home Office su- 
pervision and training. 

Write in confidence and give full details in 
first letter. 

Address W-96, The National Underwriter, 
Chicago. 
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LIVES 
‘ia CHOOSE FROM 


for a guaranteed income. Back 


Jim Dunbar oveilooked providing 
where he was 20 years ago. { 


Bill Coyne, on Easy Street at 60, 
because he started a Guardian 
Retirement Income plan, 24 
years ago. 


Unit No. 3 of the Guardian 
Direct-to-Prospect campaign 
invites the prospect to 
choose, then shows how 
comparatively easy it is to 
fulfill his inevitable choice. 
No mere theories. Every 
word tells facts that no one 
can deny. The power of 
directness, skillfully applied 
to avoid antagonism, is the 
secret of successful adver- 
tising in 1932. This is a 
part of the Guardian 
“Agent-Viewpoint Adver- 
tising Plan,’ released for 
Guardian Agents by 


The 
GUARDIAN LIFE 
INSURANCE 


COMPANY 
of America 


50 Union SQUARE New York 


Step by step, the Guardian Direct-to- 
Prospect Plan leads the wey to the sale. 


GUARDIAN LIFE 














PROSPECT 














NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


alee, Literature, Rate 


Books, 
** and “‘Little Gem,” Published Annually in 
PRICE, $5.00 and $2.00 respectively. 


etc. Supplementing the “Unique Manual- 
May and March 


respectively. 





Prudential’s 1933 Dividends 


New Scale for Nine Popular Forms, In- 
cluding Modified Life Contracts, 
Is Announced 


The Prudential’s new dividend scale 
for 1933 applicable to nine more popu- 
lar forms is presented below. The fig- 
ures given for premiums include pre- 
mium waiver benefit. The dividends, at 
quinquennial ages are: 

Modified Life 3 
Age 20 25 30 35 45 55 


Prem. Ist $ 3 3 $ 
3 yrs..12.10 13.83 16.05 19.02 29.02 46.54 

Prem. after 
3 yrs..14.24 16.27 18.88 22.38 34.14 54.75 


Div. end 
of 3 yrs. 2.49 2.81 3.23 3.76 5.81 9.16 


Modified Life 3 and 20 Year Term 
Prem, ist 


3 yrs., 

$2,000 ..19.20 21.37 24.30 28.97 49.05 
Prem. 4th 

to 20th yr., 

$2,000 ..22.59 25.15 28.59 34.08 5 
Div. end 
of 3rd yr, 


$2,000 3.74 4.16 4.70 ‘5.82 


Modified Life 5 
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Special Deposit Fund Plan 


Occidental Life Will Issue Agreement 
to Accept Funds at Interest to 
Apply on Premium 


The Occidental Life of Los Angeles 
has adopted the plan of issuing premium 
deposit agreements, to be attached to 
policies, under which the insured may 
deposit from time to time sums of not 
less than $5 for the purpose of paying 
future premiums, the deposits to be ac- 
cumulated at interest as a deposit fund. 
The fund, if insufficient to pay the pre- 
mium in full, will be applied in part pay- 
ment and the insured notified of the 
additional amount due in cash. The in- 
sured is not required to give special 
authorization so to apply the fund. Any 
premiums on supplemental agreements 
will be handled similarly. 

Whenever the amount of the deposit 
fund, together with the net cash value 
under the policy, equals the net single 
premium for paid-up insurance maturing 
or terminating in accordance with the 
terms of the policy on the reserve basis 
of the policy, the insured shall have 
the option of exchanging the policy for 
such a paid-up policy of the same face 
amount, the original policy and the de- 
posit fund to be surrendered to the com- 
pany. 

Can Mature as Endowment 

Whenever the deposit fund together 
wit! *he net cash value under the policy, 
equais the face amount of the policy, the 
insured shall have the option of having 
the policy mature as an endowment, the 
policy and the deposit fund to be sur- 
rendered to the company. 

Whenever the policy becomes paid-up 
or is matured as an endowment by such 
application of the depcsit fund, and a 
new contract is issuec in exchange 
therefor, no supplemenral agreement 
which provides for additional benefits 
shall be attached unless the additional 
premium is paid in cash. 

In event of the insured’s death while 
any amount remains to his credit in the 
deposit fund, the fund shall be added to 
and become payable together with the 
death benefit. The insured shall have 
the right, upon written request to the 
company, to withdraw the balance re- 
maining to his credit in the deposit 
fund, provided that no interest shall be 
accumulated on any deposit which is 
withdrawn in cash less than one year 
after the date of deposit. 

The interest accumulations provided 
by agreement shall be subject to in- 
crease by such dividends from surplus 
interest earnings as the company shall 
determine and apportion. Any deposits 
held by the company shall be mingled 
with the general assets and interest cal- 
culated thereon at a rate of not less 
than 3% percent, compounded annually. 
No interest accumulations shall be guar- 
anteed on any excess of the deposit fund 
plus the net cash value over the face of 
the policy. 


Union National Life 


The Union National Life of Charles- 
ton, W. Va., has made a number of 
changes in rates and rules. In the non- 
participating department, double indem- 
nity rates have been increased, disability 
income benefits have been discontinued, 
waiver of premium rates have been in- 
creased, 20 year endowment cash values 
have been increased, while cash values 
have been reduced on endowment at age 
85 at the earlier years. There have been 
no changes in the regular non-partici- 
pating rates. 

In the participating department the 
rate for endowment at age 65 has been 











Looking Forward 


153 years ago this na- 


tion was created. Dark 





were the clouds that 


hung over the new re- 
public. Even the im- 
mortal Washington 
felt the sting of 
slanderous parti- 
sanship. Yet the 
nation’s found- 
ers built stead- 
ily for future 


stability. 


For the fu- 
ture! That is 
a key-word in 
COMMON- 
WEALTH serv- 
ice to its agents; 
to endow them 
with every pos- 
sible attribute to 
permanent growth. 
That is why so 
many COMMON- 
WEALTH field men 
will reach the age of 
retirement with a com- 
fortable income from 
renewal commissions 
built by their own efforts 
and the constant help of 
the home office. COM- 
MONWEALTH cordial co- 
operation is more than a 
mere name; it is the verbal 
expression of the ambi- 
tions of a growing com- 
pany of progressive 
underwriters. 


COMMONWEALTH 
LIFE INSURANCE (0. 
LOUISVILLE, KY. 
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increased $1 up to and including age 43. 
At age 44, the increase is 50 cents and 
at age 45 the rate is the same as under 
the old schedule. Waiver of premium 
and double indemnity rates have been 
increased in the participating depart- 
ment and monthly income disability has 
peen discontinued. 


Western & Southern Rate Book 


The Western & Southern has issued its 
new 1932 rate book putting into a single 


binding the supplements which have 
been issued during the year. 

The principal changes are in rates for 
waiver of premium on juvenile policies 
providing waiver of premium in event 
of death or disability of the parent. 
There have also been added rates for 
monthly income policies guaranteeing an 
income for five, ten and fifteen years. 
The five year income requires $5,525 in- 





surance; ten year, $10,192; fifteen year, 
$14,072. 











~ As SEEN FROM CHICAGO 





BRUCHHOLZ’S BRANCH IS FIRST 


The Chicago Clearing House Branch, 
Frederick Bruchholz, agency director, 
won first place in division one in the 
New York Life’s central department 
rally contest during October and No- 
vember. The Clearing House branch 
wrote and examined $1,669,267 of busi- 
ness in the contest, exceeding its allot- 
ment of $1,155,000 by $514,267 or 44% 
percent. Of the seven contests held by 
the New York Life, the Clearing House 
branch has won four. 


* * * 
DISCUSS CORPORATION CASE 


An interesting corporation case was 
presented at the December meeting of 
the Life Insurance Trust Club of Chi- 
cago, by A. S. Ingersoll, associate gen- 
eral agent of the Mutual Benefit Life. 
He portrayed the effect of the 1932 tax 
laws and how savings were affected by 
proper safeguards, also, how the busi- 
ness was classed by him as a “desper- 
ate” asset due to its being dependent 
upon the insured’s personal supervision. 
In case of the insured’s death, there- 
fore, it would be of doubtful value to 
his family. The insured carried less 
than $50,000 life insurance. A guaran- 
teed income to his family motivated him 
to take $150,000 additional insurance 
and to revise his will and trust agree- 
ment. A general discussion followed. 

* * * 
CHICAGO AGENCIES COMBINED 


Three Chicago general agencies of the 
Equitable Life of Iowa are to be merged 
with the Griffin, Ingram & Pfaff gen- 
eral agency. The agencies involved are 
E. J. Faltysek, Arthur Johnson and A. 
L. Lanphear. Messrs. Faltysek, John- 
son and Lanphear will become district 
agents under Griffin, Ingram & Pfaff. 
Messrs. Faltysek and Lanphear will 
move their offices to the headquarters 
of the Griffin, Ingram & Pfaff agency 
at 14 East Jackson boulevard. Mr. 
Lanphear will continue his headquarters 
in the First National Bank building. 
Mr. Faltysek has been general agent 
for the Equitable for 10 years, Mr. 
Johnson for two years and Mr. Lan- 
phear for five years. A. C. Pfaff is head 
of the life department of Griffin, Ingram 
& Pfaff. He has been in life insurance 
for 13 years. 

* * 
TWELVE MEMBERS IN INSURANCE 


Twelve members of the Illinois legis- 
lature, which will convene in January, 
are in the insurance business, three sen- 
ators and nine representatives, accord- 
ing to Secretary E. M. Ackerman of the 
Illinois Insurance Federation. There 
are 18 new senators and 52 new house 
members. M. B. Lohmann, of Pekin, 
Ill, a new senator, is in insurance, his 
agency representing a number of promi- 
nent fire and casualty companies. He 
served five terms in the house. J. C. 

luczynski of Chicago, a new represen- 
tative, is in the insurance and real estate 
business, 

os ‘<¢.2 
HAS TWO APP-A-DAY MEN 


E. E. Besser, Jr., general agent Lin- 
coln National Life in Chicago, has two 
agents who have been producing an 
app a day for several months. H. W. 
Pruitt started with the Besser agency 
Aug. 1 and has kept this consistent rec- 
ord since that time. R. Besser, 


the same persistent production. The 
Besser agency has been fortunate in 
acquiring capable men who have for- 
saken other lines of business, one recent 
acquisition being P. T. Sander, former 
Western Electric engineer. 

The Lincoln National, through the 
effort of Mr. Besser, recently arranged 
an attractive display in a large Chicago 
department store. Reprints of original 
cartoons of President Lincoln’s political 
campaign, his assassination and burial, 
were displayed and considerable pub- 
licity was given the exhibition by news- 
papers. 

* * * 

MANAGERS DIVISION TO MEET 


The general agents’ and managers’ di- 
vision of the Chicago Association of Life 
Underwriters will meet Dec. 21 in the 
Union League club, to be addressed by 
Professor J. R. Hawkinson, dean of the 
school of commerce on the Evanston 
campus of Northwestern University, and 
professor in the department of marketing 
on McKinlock campus. Professor 
Hawkinson formerly was sales manager 
for Proctor & Gamble. He will speak 
on sales management problems. 


* * * 
WANT LAWYER APPOINTED 


The Chicago Insurance Lawyers Club, 
in session Tuesday evening, authorized 
appointment of a committee to express 
to Governor-Elect Horner of Illinois 
the desire of the club that the new IIli- 
nois insurance superintendent be an in- 
surance lawyer. In the discussion, mem- 
bers expressed the belief that quasi-ju- 
dicial state offices should be filled by 
lawyers. The committee appointed to 
draft a letter to Mr. Horner consists 
of William McKinley, who represented 
the Old Colony Life; Homer Cooper, 
New York Life; Nathaniel Rubinkam, 
Metropolitan Life; Walter H. Eckert, 
Federal Life of Illinois, and L. A. Steb- 
bins, Central Life of Illinois. 

L. L. Bomberger, general attorney 
for the Northern States Life, presented 
a paper: “Upon Whom is the Burden 
of Proof Concerning Payment of Pre- 
miums Other Than the First?” He ad- 
vocated use of a policy provision to the 
effect that payment of premium after 
the first is a condition precedent to con- 
tinuance of the policy. Under such a 
clause, he expressed the belief payment 
must be proved by the plaintiff; in the 
absence of such a clause, it is up to the 
defendant to prove nonpayment. 

Hayes Kennedy of the Illinois Com- 
mercial Men’s Association told a story 
of adventure in claim work, which is a 
feature of every meeting of the club. 
George T. Evans of Winston-Strawn & 
Shaw reviewed the current decisions. 


* * * 
CHRISTMAS PARTY PLANNED 


The Chicago agency of the Union 
Central under Manager H. A. Zischke 
is planning a Christmas party Dec. 17 
in the office quarters, to start at 10:30 
o’clock in the morning and last well 
into the afternoon. Specialty dances, a 
magic act, Christmas tree, Santa Claus 
and Christmas carols will be features. 
After lunch there will be dancing. R. L. 
Davis, associate manager is in charge of 
arrangements. The agency has been 
going strong this year, figures so far 
indicating that it will pay for close to 
$9,000,000, or from 20 to 25 percent more 





brother of E. E., has been keeping up 


than last year. 











Stewardship 


7 MutvaL Benerir is justly proud of its 
record of stewardship, for funds entrusted to its 
care have been conserved and wisely increased. 
Neither war, nor plague nor panic has prevented the 
And in that constancy 
there is confidence that members of the Company 
will continue to find safety in Mutual Benefit pro- 
tection. 


performance of its contracts. 


New policies being issued daily are con- 
tractual obligations and will further demonstrate the 
unchanging character of Mutual Benefit security . . . 
the first law of a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, New Jersey 























His First Encouragement 


A happy day for the hopeful and rather dazed 
novice when he writes his first application and 
delivers his first policy and feels his first com- 
mission money. His first encouragement! 
Usually now he needs his General Agent’s or his 
Supervisor’s cooperation. He should be traveled 
with in at least his first few calls, to have the 
support of seasoned experience when, a bit sur- 
prised and perhaps a little dismayed, he 
meets the inevitable difficulties which that first 
case may not have presented. This trying time 
for even the most successful is much more so 
for embryonic underwriters who are being sent 
to the firing line. If they can hold it now, they 
will be there when the improvement comes and 
their advance will be more sure and their future 
more secure. 


These apprentices,—some of them finding our 
agency organizations their last employment re- 
sort or hope,— should have our wholly sym- 
pathetic care. 








THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


Independence Square PHILADELPHIA 
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Two can live almost 
as cheaply as one... 


Lexington. For instance, rooms at 


$ 1 a day more for two persons at Hotel 


the minimum rate of $3 a day for 

one person, are only $4 a day for two. 
And the Lexington is a new hotel, lo- 
cated in the Grand Central Zone, one block 


from fashionable Park Avenue. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th St. 


NEW YORK CITY 


CHARLES E. ROCHESTER, General Manager 











She. frartest.. 


AT MODERATE COST 




















Towering high i > the skyline of Baltimore 
stands the Lord Baltimore Hotel - new - modern. 
unusual in every respect - Centrally located: 
an imposing hotel with all the comforts 
of home: a beautiful temporary home 


with the flawless service of a perfect hotel. 


TOO ROOMS 

700 BATHS jrom $3, 
RADIO IN EVERY ROOM 

WALTER L. JACKSON , Managing Director 


__ BALTIMORE:MD- 


Attendant at the door relieves you of 
your car and returns it when requested. 





Hardin Condemns 
Punitive Charges 


(CONTINUED FROM PAGE 4) 


serve, according to Mr. Hardin. He 
said, however, that this precautionary 
word does not apply to policy changes 
based on equitable considerations. 

Although policy loans have diverted 
much life insurance from its intended 
protective purpose, the aspect must not 
be overlooked, he said, that, because 
policy loans were available on demand, 
they relieved monetary strain and often 
averted real financial disaster. 

Mr. Hardin pointed out the service 
that life insurance has rendered indi- 
rectly to many city and country banks. 
The large amount of life insurance 
money, from loans and surrenders, has 
materially assisted in the liquidation ot 
bank loans and in the reduction of loans 
not sufficiently margined. Mr. Hardin 
said that he does not complain that the 
banking fraternity has unfairly admin- 
istered to their own liquidity by trans- 
ferring to themselves cash withdrawn 
from the liquid resources of life insur- 
ance. He prefers, he said, to include 
this as a benefit conferred by life in- 
surance. 


Combined Life Payments 


The combined life payments, to living 
policyholders and to estates or bene- 
ficiaries of the 52 association companies 
within the last three years amounted to 
$6,169,009,000, Mr. Hardin reported. 
This was divided: Policy loans, $2,048,- 
678,000; matured endowments, $230,- 
948,000; surrender values, $1,414,252,000; 
dividends, $212,583,000; other payments 
to living policyholders, $337,882,000; 
payments on death claims to estates or 
beneficiaries, $1,924,666,000. 

Mr. Hardin expressed the belief that 
the cash paid directly to living policy- 
holders, in these times of individual 
pressure, enabled the business to render 
a more helpful and beneficial aid to its 
patrons than resulted in the cash pay- 
ments matured by death. 

During the same period the actual 
cash income of the companies has been 
$9,781,198,000, divided, premiums $7,- 
586,082,000, and interest, dividends and 
rents, $2,195,116,000. Deducting the 
payments in cash to policyholders and 
beneficiaries other than policy loans, 
there was a cash residue of $5,660,- 


867,000. 
Capital Investment 


In addition there was a total of 
$36,299,000 net gain arising out of the 
sale, maturity or redemption of items 
of capital investment during the three 
years, after credit of all losses. These 
gains have come within $3,055,000 of 
offsetting the voluntary adjustments in 
book values of capital assets which have 
amounted net, during the three years, to 
$39,354,000. The admitted assets of the 
48 companies whose figures are included 
in this setup aggregated $15,100,000,000 
at the end of 1929. The total net write- 
off in the three years, taking into ac- 
count capital gains and losses and book 
adjustments up and down is only 2/100 
of 1 percent*of admitted assets at the 
beginning of the period. 

Staggering Totals Involved 


The companies have received from 
investment maturities, redemptions or 
sales, of all types, including real estate, 
the total of $3,006,515,000, and they have 
acquired through investment or rein- 
vestment of capital, items of $6,714,546,- 
000. “Considering together the income 
receipts from premiums and interest,” 
Mr. Hardin declared, “the disburse- 
ments to policyholders and beneficiaries 
above discussed, the investments dis- 
posed of and the investments or rein- 
vestments made, the volume of cash 


currently handled by ‘the life insurance: 


companies, during the last three years, 
reaches totals altogether unappreciated 
outside of life insurance circles.” 
Current revenues from premiums and 
interest, and from. investment instal- 





ments and maturities, despite the pres. 
sure for cash by increase in policy loans 
and surrenders, has been in largest Part 
sufficient, not only to meet the usyaj 
cash disbursements of normal times and 
the additional outgo for Surrender 
values, but also to absorb enlarged jp. 
vestments in policy loans. 

The borrowings of life companies 
have not been, in number or volume, 
extensive enough to be of institutional 
importance, Mr. Hardin pointed out. At 
the beginning of the depression and for 
the last three years sufficient liquidity 
has been maintained to meet even yp- 
precedented requirements. Large sums 
have been disbursed instead of invested, 
but Mr. Hardin pointed out that moneys 
so disbursed have none the less passed 
into community circulation and possibly 
even more quickly and by shorter routes 
than if retained by the companies and 
permanently invested. So far as addi- 
tional insurance cost results from 
changes in investment program, due to 
cash requirements for loans and sur- 
renders, that part at least of the addi- 
tional cost, according to Mr. Hardin, 
may be said to be the price that policy- 
holders pay for the right, whether - . 
ercised or not, to demand cash loans 
and surrender values. 


Assets Are Compared 


At the end of 1932 the total asscts of 
the 52 companies will be about $19, 
000,000,000, as compared with about 
$16,000,000,000 as of Dec. 31, 1929. In 
other words, the companies have added 
in these three years in dollars of assets 
an amount exceeding the total asset 
worth of the same companies at the end 
of 1906. 

Mr. Hardin said that, at present, farm 
and city mortgages are backward in in- 
terest and more foreclosure acquisitions 
are ahead. Although this means inter- 
ruption of income on the investment and 
effect on insurance cost, there is no 
need to anticipate important capital loss, 
he said. The companies generally have 
been sympathetic with their borrowers 
and have resorted to foreclosure only 
as a last resort, he declared. Fore- 
closures have been increased in number 
by the pressure of other creditors. They 
have not yet approached percentagewise 
the peak in the years following the panic 
of 1873. He expressed the belief that 
after the productive qualities of real 
estate are restored, that real estate will 
again be marketable and unlock the 
fettered capital investments. Real estate 
rehabilitation comes latest in the re- 
storative processes, he said. The liquid- 
ity of other assets is ample to protect 
this non-liquid asset against sacrifice, 
Mr. Hardin pointed out. The flexible 
dividend adjustments will be accommo- 
dated to actual income experience and 
capital readjustments, if needed, can be 
made and capital losses, if any, can be 
gradually absorbed. Present experiences 
Mr. Hardin said, do not require eitiver 
distrust or abandonment of real estate 
mortgages as a safe investment. 


Continuing Activity 


There has been continuing activity in 
the mortgage investment field in the 
past three years, 48 companies having 
made new mortgages; farm, $265,329,- 
000, and other, $1,521,192,000. 

Foreclosed Teal estate has been ac- 
quired during the three years at an in- 
vestment cost of about $424,757,000, di- 
vided: Farm, $210,469,000; other, $214,- 
288,000. During the same period fore- 
closed real estate has been sold for con- 
siderations totaling about $57,088,000, 
divided: Farm, $30,750,000; other, $26,- 
338,000. 

Public opinion is now definitely 
friendly to the upholding of the great 
railroad transportation systems of the 
country, Mr. Hardin said. The future 
is not dark. During the three year 
period, railroad bonds have been retired 
in the total amount of $149,189,000 and 
the companies have sold railroad bonds 
and stocks in the total of $70,992,000. 
On the other hand, companies during 
the same period bought railroad bonds 
and stocks to the amount of $343,135,000. 
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The stocks embraced in these figures 
are not of percentage importance. 

Countless people, according to Mr. 
Hardin, think about railroad securities 
only in terms of low market values and 
receiverships. So far as life insurance 
companies are concerned, low market 
yalues are not of first importance and 
receiverships also very frequently bring 
no interruption to income on underlying 
bonds of the kind most largely held by 
life companies and reorganization usu- 
ally preserves the capital investment of 
bondholders. Railroad bonds, now in 
default, held by life companies, are not 
sufficiently important in volume to oc- 
casion substantial present embarrass- 
ment in income yield or to threaten irn- 
portant capital loss. 


Utilities in Favor 


Utility bonds and stocks continue in 
high favor and have justified the con- 
fidence. Life insurance utility invest- 
ments are mainly in operating com- 
panies and are not affected by the 
troubles speculating manipulators have 
brought to some holding companies. 

Cash was carried by the companies at 
the end of 1929 in an amount equal to 
8/10ths of 1 percent of admitted assets. 
As of Sept. 30, 1932, the estimated 

amount of cash represents 1 percent of 
the admitted assets. 

“What do the figures show?” Mr. 
Hardin asked. “Instead of asset weak- 
ness and immobility, strength and mo- 
bility. Instead of interruption of opera- 
tions, continuous and continuing ac- 
tivity.” 

To the end of October, the Recon- 
struction Finance Corporation had lent 
$1,397,596,063. In the present year, 
there has been paid out by 48 life com- 
panies the gross amount of $2,438,478,- 
000. 

“Again, during the three years of this 
great depression, as in other great finan- 
cial disturbances, life insurance has been 
tested, and, again, has demonstrated the 
strength of its foundations,” Mr. Hardin 
concluded. 


Four Notable Life Speakers 
Talk Before Life Presidents 


(CONTINUED FROM PAGE 4) 


ercised by the federal government but 
by the respective states. Another char- 
acteristic of insurance to be kept in mind, 
he said, in so far as the human problems 
of supervision are concerned, is the very 
nature of the business itself. It is a 
scientific business. Mr. Tarver referred 
to the gigantic proportions to which the 
insurance business has assumed and 
particularly life insurance. 


Relations of Companies to the State 





He spoke of the relation of the insur- 
ance company to the state, saying that 
to a great extent this relation is defined 
by the statutes and the superintendent 
will find his course more or less marked 
out by the laws. He is always con- 
scious and mindful of the boundaries 
laid out for him by the lawmakers. The 
human problems involved in the relation 
which the companies sustain toward the 
State will be solved best, he said, by 
the supervising departments by creating 
a feeling that as long as there is a 
righteous and wholesome purpose on 
part of the companies to respect the 
Statutes, they will find cooperation and 
encouragement on part of the supervis- 
ing authorities. 

Mr. Tarver said that the insurance 
departments have a lively and jealous 
concern in seeing to it that the contracts 
between policyholders and the com- 
panies as authorized under the statutes 
are carried out in letter and spirit. The 
department must guard the public and 
the people must be fairly dealt with. 
He said that no company can expect 
the respect, admiration and encouraging 
Support of the department if it mani- 
fests a disposition to haggle over just 
demands, to seek by a policy of high 
pressure adjustments or delays, raising 
the spectre of fear to bring about an un- 








just and unreasonable settlement of the 
ciaims of policyholders or beneficiaries. 

Mr. Tarver referred to the human 
problems of supervision and the relation 
of companies to the public through their 
agency forces. He admonished every 
company to guard with jealous care its 
name, its reputation and its business 
when it selects men to go out as its per- 
sonal representative. 

He referred to the consideration of 
the deep human problems involved in 
supervision with reference to the ques- 
tion of financial stability and solvency 
of the companies. This is a delicate 
task. A commissioner must exercise his 
power without malice, prejudice, fear 
and with a deep consciousness of the 
great human values involved in decisions 
rendered. 

Mr. Tarver stated that the commis- 
sioners were joint associates with the 
officers in a great undertaking, present- 
ing a united fr to the end that this 
magnificent trust estate shall be admin- 
istered by the joint trustees so that the 
beneficiaries shall be able to realize the 
full measure of protection which the 
sacrifice and devotion of those who have 
provided it has made possible. 


Personal Traits 
Are Brought Out 


(CONTINUED FROM PAGE 4) 


that he had been elected in the Do- 
minion House of Commons successively 
as a member of three different parties, 
Liberal, Union and Conservative. There 
is only one other platform he can stand 
on and that would be the Socialist. Mr. 
Guthrie served as Canadian delegate at 
the imperial economic conference in Ot- 
tawa last summer. He made a plea for 
the League of Nations, saying that in 
spite of its mistakes it had been a stabil- 
izing influence and one that had pro- 
moted peace. 


Organization Presidents Introduced 


At the close of this session Chairman 
Buckner introduced the presidents of 
three organizations, American Lite Con- 
vention, Canadian Life Insurance Offi- 
cers Association and National Assocta- 
tion’ of Life Underwriters. 

Daniel Boone, president of the Mid- 
land Life of Kansas City, spoke for the 
American Life Convention, he being its 
president. Mr. Buckner was _ especially 
sympathetic in introducing Mr. Boone. 
He is the son of the late Daniel Boone 
and a nephew of John C. Boone, broth- 
ers who were connected with the New 
York Life for a half century west of the 
Mississippi. Mr. Buckner said that to 
Mr. Boone's father he owes a great debt 
of gratitude because of the encouragement 
that he received from the elder Boone 
in his youth. Daniel Boone, Jr., suc- 
ceeded his father as president of the 
Midland Life. When Mr. Boone spoke 
he paid his respects to Mr. Buckner, 
saying that the acid test was applied to 
the friendship that existed between him 
and his father. He said that one of the 
finest heritages he received from his 
father is the friendship and interest that 
Mr. Buckner has always shown in him. 


Lithgow Spoke for Canadian Body 


J. H. Lithgow, general manager and 
actuary of the Manufacturers Life of 
Toronto, president of the Canadian Life 
Officers Association, represented that 
body. Chairman Buckner brought out 
the fact that in his youth he was a de- 
voted follower of hockey and that even 
today should he decide to forsake life 
insurance, the chairman declared he 
could readily obtain a position on one 
of the professional hockey teams. 

C. C. Thompson, manager of the 
Metropolitan Life at Seattle, president 
of the National Association of Life 
Underwriters, spoke for his organiza- 
tion. Like Mr. Buckner, Mr. Thompson 
came from Missouri and started his 
career in that state. He said the life 
agents were never better organized. 
Membership in his organization is the 
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SOMETHING NEW JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar 

regardless of tind of policy aed 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 














Ten East Pearson Street : : : Chicago 
“NONE BETTER” 
There are no policies better Opportunities for 


adapted—Industrial or Ordinary— Quality Men 


to the public need than those jew JERSEY PENNSYLVANIA 
issued by NEW YORK CONNECTICUT 


The COLONIAL LIFE INSURANCE CO. 
of AMERICA 


Home Office: Jersey City, New Jersey 

















TRAVELERS TO HOUSTON 


| These fine modern accommodations 
cost no more. .... 


SAM HOUSTON 


W///7, HOTEL 
Sn Z Convenient downtown 













location... Every room 
with bath - ceiling fans 
- ventilated doors and 
fine furnishings... .. 


RATES 
$9 ann$9 50 


O’LEARY and MICKELSON 
Operators 
J. S. MICKELSON Manager 
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| ACTUARIES 











CALIFORNIA 





Barrett N. Coates Carl E. Herfarth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7898 
CHICAGO, ILL. 








L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








J. Charles Seitz, F. A. 1. A. 
CONSULTING ACTUARY 
Avther “A & a Saye Se o Om 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 
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HARRY C. MARVIN 
Consulting Actuary 
807 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Blidg., Jefferson City, 


an 
800 Security Building, Kansas City 
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MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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RECENT LETTERS 
The President of a large Company 


says: 
pL will revolutionize Life Insurance 
‘¢ ‘ 
A Superintendent of Agencies 3 
“Greatest ‘Setling Idea ma Decade.” 
An Underwriter says: 
"It has doubled eng income.” 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 
Found only in “The Essentials of 
‘Life Underwriting” by 
s Abner Thorp, Jr. 
The Diamond Life B 
40 E. 4h St, 














largest in its 43 years. He said that the 
agents are getting back to fundamentals. 
The business which will be built ulti- 
mately as a result of these days of 
searching and refining, he declared, will 
not suffer by comparison with any pre- 
vious period. Conservation, he declared, 
is one of its chief concerns. 


Dr. Knight’s Address 


Dr. A. S. Knight, medical director of 
the Metropolitan Life, was the first 
speaker at the afternoon session Thurs- 
day. Chairman Buckner said that Dr. 
Knight is a rider and follower of the 
hounds. He is a gentleman farmer and 
fruit grower. A few years ago he in- 
terested himself in importing Berkshire 
pigs for the purpose not only of improv- 
ing his own stock but also that of his 
neighbors among the Jersey farmers. 
At the close of Dr. Knight’s address, 
Chairman Buckner declared he believed 
that the mortality from suicides could 
be largely reduced if life companies 
would have courage to quit insuring 
against suicide and only give cash values 
in case of death from that cause. 


Address by Governor Cross 


Governor Cross of Connecticut cre- 
ated much interest in his talk. He was 
formerly dean of the graduate school of 
Yale. In commenting on Dr. Knight's 
address, Governor Cross said that while 
he was dean of the graduate school it 
was coordinated with the medical 
school. He said that one of the saddest 
things that has not been solved is the 
mystery of cancer. Perhaps, he said, it 
is because medical and research people 
have too many units working singly on 
the subject. Governor Cross said that 
his interest in life insurance began as a 
small boy because there was a man in 
the little country town where he grew 
up who insured his life for $10,000. He 
died soon after the first payment and 
he was regarded as the luckiest man 
that was ever ‘born in that town. Then 
a few years later the insurance com- 
pany failed and he again was regarded 
as lucky for not having lived so long. 
Governor Cross, a man of erudition and 
education, gave both a practical and 
academic view of some of the real po- 
litical issues of the day. 


R. D. Murphy and J. A. Fulton Speakers 


Vice-President R. D. Murphy of the 
Equitable Life of New York started as 
an actuary and Chairman Buckner said 
he now applies his broad actuarial 
knowledge to the problem of risk selec- 
tion. Mr. Murphy impressed everyone 
with the comprehensive view that he 
has of the subject. Chairman Buckner 
referred to him as a talented musician. 

One of the younger presidents, who 
has come into prominence in later years, 
J. A. Fulton of the Home Life, ended 
the first day’s session. Mr. Fulton came 
up through the agency end of the busi- 
ness. He studied law and was admitted 
to the bar but relinquished that career 
to sell life insurance. Mr. Fulton, in a 
humorous mood, said that he was 
selected to bring “one thing which is 
always sadly lacking in meetings of this 
kind and in the life insurance business 
generally and that is statistics.” Mr. 
Fulton is a gifted speaker with a fine 
personality. 

*. L. Allen, vice-president and gen- 
eral counsel of the Mutual Life of New 
York, was appointed chairman of the 
committee on resolutions and J. L. 
Loomis, president of the Connecticut 
Mutual, chairman of the committee on 
nominations. 


Outsiders Speak 
at Big Meeting 


(CONTINUED FROM PAGE 5) 


systems. He said that it is true that 
some states and many local govern- 
ments have no budget system worthy of 
the name. In Mississippi, he said, the 
budget was balanced by the dual method 
of reducing expenditures and increasing 








revenues. He said that despite the 


severe curtailment of appropriations, it 
was found that a large volume of in- 
herited deficits and diminishing reve- 
nues from those sources upon which the 
state had heretofore been accustomed to 
rely wth reasonable safety in normal 
times, required that additional revenues 
be provided in order to balance the 


budget. 
Sales Tax Is Adopted 


With more than 75 percent of all tax 
revenues of the state and all political 
subdivisions being paid by property, and 
only 15 percent of the people paying 
property taxes, an increase in property 
taxes did not appear advisable. There- 
fore Mississippi increased its income by 
levying a 2 percent retail sales or con- 
sumers’ tax. He said that up to this 
time the average citizen has paid 8.89 
cents sales tax per month, which is no 
great burden to anyone. The state 
property tax has been reduced more 
than 20 percent. He declared that the 
sales tax as a success in the revenue 
system will depend largely upon an in- 
telligent administration and the coopera- 
tion and good will of the people. To- 
day, he said, it is the most popular form 
of taxation in Mississippi. 

Gardner Cowles on Centralization 


Gardner Cowles, publisher of the Des 
Moines “Register & Tribune,” and a 
director of the Reconstruction Finance 
Corporation, is a native of lowa, where 
his father was a Methodist minister. He 
developed a chain of country banks and 
in 1903, at the age of 42, he changed 
from banking to publishing. Chairman 
Buckner said that he transformed what 
was considered a rundown business into 
one of the largest newspaper plants in 
Iowa. Mr. Cowles talked on “The 
Trend to Centralization.” He said that 
the situation with respect to the problem 
of steady centralization is one in which 
civic projects, involving surrender of 
old state functions to the national gov- 
ernment, are arising constantly. Each 
project is seemingly innocent and per- 
haps unimportant, considered by itself, 
yet the total now threatens to have the 
effect of a radical functional change 
within the broad political framework. 
He said it is easy to mobilize support 
for practically any centralizing project. 
The states show little zeal in defense 
of what remains of their sovereignty. 


Federal Bureaucracy Is Built Up 


The centralizing drift, he declared, 
has encouraged the building up of a 
federal bureaucracy. The tendency to 
lean on the federal government rather 
than defend jealously the rights of 
states, he said, doubtless encouraged by 
decades of federal aid, has been shown 
almost tragically in the last year and a 
half. Mr. Cowles said, “We are rapidly 
effecting constitutional modifications 
through a process of steady surrender of 
state rights, with the acquiescence, nay, 
almost with the insistence, of the states 
themsel, -s. Are we fully conscious of 
the road that our nation is rapidly 
traveling, and if it is inevitable, should 
we not proceed by carefully thought out 
plans rather than by drift? This is a 
matter for the serious consideration of 
all thoughtful men.” 


Editor Finley a Speaker 


Associate Editor John H. Finley ot 
the New York “Times” was the last 
speaker. He formerly occupied the 
chair of politics at Princeton. He 
served as president of the College of 
the City of New York, as commissioner 
of education of New York state, and as 
president of the University of the State 
of New York. He is a_ world-wide 
traveler and a patron of explorers. Dr. 
Finley, Chairman Buckner said, is a 
versatile scholar and a man of many in- 
terests. Mr. Finley spoke without use 
of manuscript. He said that life insur- 
ance has had a part in lengthening life. 
He referred to the late President Kings- 
ley of the New York Life, as Mr. Finley 
is a director of the company, saying 
that Mr. Kingsley called life insurance 
an indispensable part of that supreme 
flower of evolution, human society. 
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Results of Definite Program 
Are Related by Clay Hamlin 





Over 1,200 underwriters greeted Clay 
W. Hamlin, Buffalo general agent Mu- 
tual Benefit Life, who made a trip to 
Los Angeles by airplane in order to ap- 
pear on the program of the all-day sales 
congress held there last week under 
the auspices of the Life Underwriters 
Association of Los Angeles. 

Mr. Hamlin gave two talks, the first 
“Simplified Selling,” being devoted to 
salesmanship fundamentals and a review 
of his own experience. He outlined 
what the public expects from insurance 
men: “First, frankness in stating im- 
mediately that we are in the life insur- 
ance business; second, brevity, which 
comes only from careful preparation; 
and, third, the public expects ideas of 
value, and success increases in propor- 
tion to the value of our ideas and this 
comes from knowledge of their ideas 
and plans of life—their viewpoint. 
Without this it is rather difficult to ren- 
der a service of real value. Most men 
if given an opportunity are glad to dis- 
cuss their affairs. 


Developed from a 
Medir -re Salesman 


“In 1913, my first year,” continued 
Mr. Hamlin, “I paid for $60,000; in the 
second year, $50,000. In 1916 I sold 
my home and automobile and borrowed 
as much as I could from general agents 
to get money to live on and left the 
life insurance business. In 1917 I 
thought I could see something in the 
business which offered more than the 
meagre salary I had found elsewhere. 
So I came back and paid for $132,000 
that year. All during that year the 
general agent attempted to convince me 
of the value of a definite program of 
objectives, trying to persuade me to 
write out such a program and stick to it 
for a period of one year, assuring me 
that my worries would then be behind 
me.” 

Mr. Hamlin decided to act on this ad- 
vice. He selected married men with 
children as the best prospects to con- 
centrate upon and evolved the follow- 
ing program: “First, sub-division of 


prospects, those capable of buying $10,- 
000 and up and those capable of buying 
less; second, minimum standard of work 
on the prospects of $10,000 and up, one 
interview each day with such prospect 
by appointment; one interview each day 
with prospect for less than $10,000, with 
or without appointment. This should 
produce one case each week of $15,000 
and twe cases each week of $5,000 each. 
Of course it is difficult to tell in ad- 
vance to what class a prospect belongs, 
but there are ways, such as ascertain- 
ing his position, kind of family, locality 
in which he ‘ives, and various things 
of that sort. I may experience diffi- 
culty in securing an interview daily 
with the man able to buy $10,000, but 
there is no excuse isr not having an 
average of one each day.” 


Difficult to Follow 
Program Which Gets Results 


“The attempt to hold myself to that 
program was the most difficult thing 
I ever attempted, but I made some 
progress, because my paid business that 
year increased to $832,000, an increase 





of $700,000 on 80 sales. From then on 
all was comparatively easy because sys- 
tematic activity had replaced the old 
habits. 

“Here are four suggestions for con- 
sideration: First, an objective, written 
and revised quarterly. What you in- 
tend to do and how you intend to do it. 
Second, a daily schedule, written and 
revised frequently. How do you spend 
your time? Do you lunch with life in- 
surance men or with men in other lines 
of business who are in a position to in- 
crease your contacts? Do you always 
plan tomorrow’s work today? If not, 
how can you avoid waste of time? What 
is your biggest and most troublesome 
problem? Consider this daily. Third, 
definite selling plans, written and re- 
vised frequently. We have to be very 
definite and specific in the preparation 
of selling plans. Men like ideas with 
pressure behind them. Fourth, records. 
It seems to me that records are just as 
essential to a business men as a com- 
pass to a ship. Are you actually do- 
ing the things your records record? 
Records furnish the facts that make it 
impossible for us to fool ourselves and 
enable us to develop courage to carry 
out daily routine. Those who do this 
win. There is a plan behind everything 
in the universe that goes on to com- 
pletion. The beginning of definiteness 
means the end of confusion.” 

Mr. Hamlin talked in the afternoon 











“‘Hard-boiled” Plan Is Successful 








Many different methods have been 
tried by general agents and managers 
in an effort to meet the production 
slump caused by the depression, but 
perhaps one of the most unusual is that 
of A. A. DeLapp, Chicago branch man- 
ager for the Missouri State Life, who 
took charge in February, 1932. 

One of Mr. De Lapp’s first steps was 
to begin cancelling agency contracts, 
and altogether he has canceled 70. This 
action was due to his firm conviction 
that the men involved were costing the 
company more than they were worth. 
It is significant that in spite of this de- 
termined course the agency for the first 
ten months this year showed a 14 per- 
cent increase in applications, 6 percent 
increase in volume and 26 percent in- 





crease in paid for business in the full 
time organization. 

A second step, which was made as 
palatable a dose as possible for the 
agent, but nevertheless one can well 
imagine was not received with delight 
by some agents, particularly older ones, 
was Mr. De Lapp’s requirement that 
every agent under contract learn some 
prepared sales talks and start a work 
program which included 60 calls a 
week, 40 exposures, 15 interviews and 
one sale. This has been adhered to 
strictly. The older men were required 
to get busy on four prepared sales 
talks; younger men were permitted to 
learn one talk at a time until they mas- 
tered it. 

(CONTINUED ON NEXT PAGE) 





on “Capacity for Continuous Perform- 
ance.” He emphasized the importance 
and value of definite sales plans and 
specific methods of _ selling. “Not 
merely one sales idea,” he said, “but 
complete selling process or system from 
beginning to end, so you may know 
exactly what you are going to do, no 
matter what happens. If I cannot handle 
a prospect I eliminate him. Obviously, 
you are not all going to use the same 
plan. Personally we prefer the two 
interview system, first and final. We 
try to select the type of prospects for 
which the plan is intended and do about 
95 percent of our work on that type 
instead of attempting to build a special 
plan for each.” 

Mr. Hamlin then presented in full a 
type of first interview, giving the aud- 
ience an opportunity to judge of its 
definiteness and effectiveness, by direct- 
ing the various questions to R.A. 
Brown, Pacific Mutual, as the prospect 
and then explaining the points covered. 


Mecklem Urges Conservation 
of Time in Selling 


Horace Mecklem, Portland, Ore., 
general agent New England Mutual, 
talked on “Selling Ideas Which Insure 
Production,” in which he referred in no 
uncertain terms to the value of the con- 
servation of time by the life underwriter 
who intends to succeed in the business. 
“Your time should be spent,” he said, 
“where you make your money—not in 
your own office but in the other fel- 
low’s.” The observance of simplicity 
in selling was stressed. Most life 
underwriters make too hard work of 
their vocation, said Mr. Mecklem, in- 
stead of being under-educated, generally 
speaking they are over-educated. The 
real difficulty in the prosecution of this 
business, he pointed out, is to get some- 
body to listen to what you have to say. 
Brevity simplified in illustrations sub- 
mitted to the prospect, he said, is the 
biggest factor in his judgmerit in the 
sale of a policy. He said that he never 
made long analyses of a man’s policies 
—that he had seen some lengthy analy- 
ses that even with his knowledge of life 


insurance he could not understand. 
“Don't make illustrations speak for 
you,” he said, “it is words that sway 


individuals just as they sway niifltitudes; 
the way you say it, the inflection, the 
force that intrigues and interésts. That 
more than anything else is what sells 
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life insurance today.” Mr. Mecklem de- 
livers all of his premium notices per- 
sonally and 60 percent of his policy- 
holders pay monthly. His agency in 
Portland, he said, is collecting over 
$40,000 per month in monthly premiums 
and it is the best business on the books 
in his estimation. 

Cecil Frankel, general chairman of 
‘the sales congress, presided. Rev. Billy 
Sunday spoke on the value of honesty, 
integrity and upright character as fac- 


tors essential to success in the sale of 


life, insurance. 

W. W. Jones, Mutual Life of New 
York agent at Pomona, Cal., talked on 
“The Life Underwriter as a Business 
Man.” Leonore A. Walsh, Aetna Life, 
talked on “Selling Life Income Insur- 
ance to Women.” Phineas Prouty, Jr., 
Massachusetts Mutual Life, spoke on 
“Roping-Tieing-Branding,” describing 
his method of selling income and program 
insurance with black-board illustration. 
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Frederic Woellner, University of Cali- 
fornia, talked on “A Look Ahead.” 


“Hard-boiled” Plan Proves 
Successful, De Lapp Finds 


(CONT’D FROM PRECEDING PAGE) 


They were required to present the talk 
to supervisors and the manager as if 
in an actual canvass, and every effort 
was made by the paid staff to confuse 
them and cause hitches in their inter- 
views. 

It is interesting to note that the older 
men are doing much better than before 
and that every agent who has followed 
out the plan has been put on his feet. 


Had Tried Other Plans 
Without Much Results 


Mr. De Lapp prefaced the inaugura- 
tion of this system with the admission 
that it was not necessarily the best; it 
was not particularly original, but it was 
a definite plan, and in view of the fact 
that many other methods had been 
tried out—and even the lack of any sys- 
tem—all without any outstanding suc- 
cess, he would insist that they try this 
plan. 

A third and vital step was personal 
interviews with all agents to determine 
their minimum cash needs. All men 
were budgeted and it was determined 
how much business they would have to 
sell, not only every year, but every 
week, in order to meet the budget. All 
but two new men so far this year have 
exceeded their budget requirements by 
following the plan. 


Standardized Approaches 
and Answers Prepared 


The agency prepared standardized ap- 
proaches and standardized answers for 
all principal objections. These were 
memorized and practiced the same as 
the prepared talks. Agents were not re- 
quired to repeat these talks by rote, 
but were encouraged to use the funda- 
mentals in their own language. How- 
ever, the agency staff exercised super- 
vision over the individual’s presentation 
to be sure that all essentials were in- 
corporated. 

Mr. De Lapp reports that he is thor- 
oughly satisfied with results. The plan 
has proved successful at a time when 
business has been difficult to sell. 


J. M. Dempsey Resigns 


BOSTON, Dec. 15.—J. M. Dempsey, 
who has been New England and New 
York State manager of THE NATIONAL 
UNDERWRITER for several years past with 
headquarters in Boston, has resigned 
and will probably take up some phase of 
life insurance work. He has lectured 
extensively before both ordinary and in- 
dustrial agents giving educational and 
inspirational talks. Before coming to 
Boston, Mr. Dempsey represented THE 
NATIONAL UNDERWRITER at Des Moines. 
He is well known to life insurance men 
in various parts of the country. 

Mr. Dempsey is succeeded in New 
England and New York State by 
Charles A. Johnson, who has had an ex- 
tended experience, both in insurance and 
insurance publishing work. 


Mutual Aid Outfits Active 


LANSING, MICH., Dec. 15.— Com- 
plaints and inquiries are continuing to 
pour into the insurance department of- 
fices relative to the operations in this 
state of so-called mutual aid societies, 
virtually all of which are operating un- 
der Indiana charters. A solicitor for 
one of these concerns was ordered to 
appear at the department for question- 
ing. He said he had been instructed red 
his home office in South Bend, Ind., 
go there for instructions in event of 
any trouble with Michigan authorities. 
Some of the representatives of these 
concerns are reported to have had pro- 
duction records per month in excess of 
$100,000. 





Steps Taken to Foreclose 
Old Colony Building Bonds 


Steps to foreclose the bond issue og 
the largest section of the Old Colony 
Life’s home office building at 166 West 
Jackson boulevard, Chicago, the section 
running north and south between Jac. 
son boulevard and Quincy street, because 
of default in principal and interest pay- 
ments, were taken in Chicago this week 
when Circuit Judge Brothers granted 
the petition of the Continental Illinois 
National Bank as trustee for the bond- 
holders to declare the Old Colony’s re- 
ceivers parties defendant in a forthcom- 
ing foreclosure bill. 

It was set forth that the original bond 
issue was $700,000 and there is $660,000 
of principal remaining on which interest 
and certain principal payments are in 
cefault. Interest and principal payments 
were to be made as of June 1 and Dec. 1, 
each year. There was $19,800 interest 
due June 1, 1932, on which only $10,000 
was paid, and at the same time there 
was $10,000 principal payment -~ 
which was not paid. All of the Dec. 
interest and principal payments are a 
due and unpaid, and in addition 1929 
and 1930 taxes. 

The basis on which the bonds orig- 
inally were issued called for $10,000 pay- 
ment on principal each six months, these 
payments being met in 1930 and 1931, 
The portion of the building involved is 
the one containing the main entrance 
and main elevators, and is the fee sec- 
tion. Two other sections in an “L” are 
maintained under leasehold. 


Brooklyn Supervisors Organize 

BROOK.LYN, Dec. 15.—Formation 
of the Brooklyn Life Supervisors Asso- 
ciation was effected at a meeting Wed- 
nesday and these officers elected: Presi- 
dent, Robert C. Buckley, Aetna Life; 
vice-president, A. S. Rifkin, New Eng- 
land Mutual;  secretary-treasurer, 
Thomas Maline, Mutual Life. 


Lowry with the Columbia 


President S. M. Cross of the Columbia 
Life of Cincinnati, announces the ap- 
pointment of Thos. S. Lowry, Jr., as 
superintendent of agents. Mr. Lowry 
brings to his new duties a considerable 
experience, having served as an agency 
official of the Travelers and Equitable 
of New York and more recently as 
general agent in central and southern 
Georgia for the Union Central. 


Dividend Is Reduced 
The Connecticut General Life has de- 
clared a quarterly dividend of 20 cents 
a share payable Jan. 1 to stockholders 


of record Dec. 20. The dividend here- 
tofore has been 30 cents per share. 


Beaman with Lincoln National 
R. J. Beaman, formerly with the Sun 
Life of Canada in Cincinnati, has been 
appointed general agent of the Lincoln 
National in Cincinnati. 
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